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Pluggery & Drudgery 


The short sighted, day-dreaming failure may tell you 
that plugging at a daily task; making all your acts con- 
form as nearly as possible to definite rules of procedure 
is stultifying drudgery. 


On the other hand, the successful man will tell you that 
nothing of any consequence is ever accomplished with- 
out persistent plugging—a steady pound, pound with all 
your force at one well laid plan. 


Is the conclusion then that success can only be achieved 
by drudgery? 


Not at all. 


It requires immeasurably more initiative to make all 
circumstances conform to a pre-conceived plan than it 
does to devise a new plan to suit every changing con- 
dition. And if there is any opposite to drudgery it is 
the constant exercise of initiative along constructive 
lines. 





OTTAWA, 


. - - © ; ; 
Moreover, if there is anything that brings greater satis- 
faction than such activity it is the success that follows 
it just as surely as indigestion follows over-indulgence. 


It is by such broad gauge effort that the Central Life 
and its agents are achieving success. They plug every 
day at covering the lives of thousands of ordinary people 


in a rich, productive territory. 


The coverage they offer is plain and time tested. Their 
methods of presenting it are proven to be those that 
sell it On a permanent basis. And the general manage- 
ment of the company is such that it will always remain 
a solvent, high principled company with the capacity 


and will to render friendly, comprehensive service. 


It is the pluggery without drudgery that has made the 
Central Life a company with neither a scandal behind 


it nor a cloud ahead of it. 


ILLINOIS 
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Our Interest Rate 


7.24% is the rate of interest earned in 1920 on our 
mean ledger assets. Funds invested in the safest 
securities — farm mortgages. Values do not 
fluctuate—always worth 100 cents on the dollar. 


Other Significant Facts in the Agent’s Favor 


—A New Accident and Health Department. 

—Free Service of Home Office Group Insurance Specialists 
who give you assistance in your territory. 

—A Sales Service Department that has one purpose—to 
increase your sales. 

—Limit extended to $300,000 on one Life. 

—Both Non-Participating and Participating Policies. 

—Liberal dividends paid beneficiaries in addition to 
monthly income. 

—Insurable Age 10 to 65. 

—Provision for Substandard Business. 

—Policies that carry every up-to-date feature. 

—Liberal Agency Contracts. 


Over $110,000,000.00 New Business Paid-For in 1920 
Our Agents Participate in Our Prosperity 


MISSOURI STATE LIFE INSURANCE COMPANY 


; M. E. SINGLETON, President 
Home Office St. Louis, Mo. 


Unless you “say something” how will we know you are interested 
Send for New Booklet of Company Facts 
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INSTITUTIONAL SCHEME 
IS NOW ADVOCATED 


National Life Underwriters Asso- 
ciation Will Urge Big Adver- 
tising Campaign 


SOME COMPANIES OPPOSED 


Say Home Office Alone Should Not Be 
Asked to Put Up All 
the Fund 


NEW YORK, Aug. 31.—It is stated 
on very reliable authority that the Na- 
tional Association of Life Underwriters 
at its Cleveland meeting next week will 
endeavor to stir up a lot of interest in 
favor of institutional advertising, and 
will urge the companies to carry on a 
big advertising campaign. It is the feel- 
ing of the life insurance agents that the 
companies can spend money to good 
advantage in promoting greater interest 
in life insurance through the medium of 
the secular papers. Some of the associa- 
tion leaders say that the time has ar- 
rived when the companies should be 
awake to the opportunity before them. 


Attempts Made in the Past 


Various attempts have been made in 
the past to enlist the favor of com- 
panies in this form of advertising. 
A few companies were willing to join 
such a movement, but the majority 
doubted whether a campaign of this 
kind would be successful, unless it were 
continuous. .Such a campaign would 
cost hundreds of thousands of dollars. 
Warren M. Horner, who was formerly 
active in the National Association of 
Life Underwriters and was manager of 


the Provident Life & Trust of Minne- 
apolis, made a herculean attempt to 
bring the companies into line for an 


institutional campaign. Several adver- 
tising agencies have taken it upon them- 
selves to outline a campaign that they 
thought would be effective. 

It is understood that some of the 
association leaders believe that the 
psychological moment has arrived and 
that company officials are more favor- 
able to the plan than they have been in 
the past. 


Company President’s Views 


The president of a prominent com- 
pany said today that he would oppose 
any such movement. He says that the 
best way to educate the people on life 
msurance is through the medium of the 
imsurance agents themselves. He does 
not believe that a so-called institutional 
advertising for life insurance will be 
effective. Of course, all advertising is 
valuable. However, he believes that he 
can spend his money and get better 
results through his own agents. 

_ Furthermore, he does not see why the 
msurance agents ask the companies to 
hmance such an extensive campaign. 


The agents themselves will derive as 
much benefit from the campaign as the 
He asks why the National 
of Life Underwriters, if it 


companies, 
Association 








HAD RALLY IN CHICAGO 
NATIONAL LIFE’S CONVENTION 


Hundred Thousand Dollar Agents 
Held Their Annual Meeting with 
H. W. Hutchins as President 


The $100,000 Club of the National 
Life of Vermont held its meeting at 
the Edgewater Beach hotel in Chicago 
this week. C. W. York of Detroit, who 
was president of the club for 1920-21 
and leader in Class 1, produced $138,000 
in business. Charlotte Ludwig of Cleve- 
land had the largest premium income 
and largest volume in Class 2. She 
wrote $182,500. H. W. Hutchins of 
Cincinnati led Class 3 with a produc- 
tion of $192,500. Mr. Hutchins is presi- 
dent this year. Mr. York won a special 
prize for the highest average premium 
during the club year. H. A. Chesley of 
St. Johnsbury, Vt., insured the greatest 
number of lives, 133. H. E. Humphrey 
of Cleveland had the most consistent 
monthly production. 

The first day addresses were made by 
Mr. York; Vice-President H. M. Cutler 
of the company; E. B. Hamlin of 
Cleveland on “Systematic Soliciting”; 
H: C. Dobbins on “Meeting Objec- 
tion”; Dr. E. A. Colton of the home 
office, on “Selection Features”; Helen 
Rockwell on “Securing and Developing 
Frospects”; Guy B. Horton on “Sup- 
plemental Agreements.” An education 
conference was given Tuesday morn- 
ing under the leadership of R. P. With- 
ington. A. G. Goodrich spoke on “The 


Tresent Opportunity in Life Insur- 
ance.” 
The $200,000 Club of the National 


Life will hold its meeting at Cleveland, 
Sept. 5-7. 


is so enthusiastic for the proposed cam- 
paign, does not arrange to finance the 
big part of it through the producers of 
the country. 

The life men, he says, are perfectly 
willing for the companies to spend hun- 
dreds of thousands of dollars for pub- 
licity. They will get the benefit of any 
such institutional advertising, and yet 
are not contributing a cent toward it. 

An institutional advertising campaign 
would mean probably the use of essays 
or public statements as to life insurance 
with the idea in mind of getting the 
reader’s attention. He does not believe 
that in this day when every one is so 
busy, readers of newspapers are going 
to take the time to read life insurance 
essays. 

The field men themselves, in his 
opinion, can be far more effective than 
any institutional advertising. They are 
the ones who are coming in contact with 
the people. They have the confidence 
of their assured, or at least, should have. 
They can drop a word or two in their 
rounds that will be far more fruitful in 
results than can be gotten through es- 
says or statements in the public press. 


Province of Trade Papers 


In this connection, he said it is the 
province of the trade insurance papers 
to use their best efforts to spread the 
right sort of insurance gospel among 
the agents and to help educate them 
along correct lines of thinking and act- 





beeen LIFE RALLY 
| WILL MEET AT HOME OFFICE 


Leading Producers in Annual Conven- 
tion to Discuss Means of Getting 


DAVENPORT, IA., Aug. 30.—The 
Guaranty Life of this city will hold its 
annual agency convention Friday and 
| Saturday, September 2-3. Over 100 
| general agents and agents will be pres- 
|} ent, coming from lowa, Nebraska, Mis- 
souri and South Dakota. These dele- 
gates, the guests of the company, have 
|} earned the honor by the production of 
a certain volume of business 

The first day of the convention will 
be devoted entirely to sales talks and 
explanations of policies of the company. 
| In the evening a dinner will be given by 
L. J. Dougherty, manager of the com- 
pany, to which many prominent speak- 
ers have been invited. Saturday fore- 
noon will be devoted to insurance talks 
and in the afternoon agents and di- 
rectors of the company will enjoy a 
picnic. 

There is an unusual amount of spirit 
being shown in the convention this year 
as the Guaranty Life now has about 
$21,000,000 of insurance in force and 
the record of the first eight months of 
this year is such as to cause comment. 
It is one of the few companies to show 
an increase over last year’s production 
record and its increase 20 percent. 
Optimism will be the keynote of the 
convention and every Guaranty Life 
agent feels that the fall business will 
add even more to the year’s total and 
make 1921 a far better year than 1920. 


| 
| and Holding Business 
| 








1S 


Territory Is Combined 
The Rodruck-Lucas Agency is the 
newest acquisition to Cedar Rapids in 
insurance circles. The agency is com- 
posed of Robt. C. Rodruck and Ray V. 


the Royal Union Mutual Life at Cedar 
Rapids and the latter holding the same 
position for the same company at 
Waterloo. The two territories are by 
this means combined, with offices and 
headquarters in the Mullin Building at 
Cedar Rapids. 

Mr. Rodruck has been actively en- 
gaged in the insurance business for sev- 
eral years at Cedar Rapids and is one 
of the best students of the business in 
the Parlor City. Mr. Lucas, while not 
long in the business, has had a wide ex- 
perience in newspaper business in the 
state and for two years was field secre- 
tary of the Iowa Chamber of Com- 
merce. He was also republican commit- 
teeman for the Eighth Iowa District. 








ing. Quoting this official 


public, should educate 
agents. 
man is capable of carrying a rate book 
in the way that will redound to the best 
interests of the business. I believe that 
we can rely on the field men themselves 
to do the educational work that we de- 
sire. If the army of life insurance men 
today is educated as it should be, there 
is a mighty power available for pub- 
licity and education among the people.” 


we our own 





Lucas. The former was the manager of’ 


‘COMPLETE PROGRAM FOR 


: again, “I | 
think that before we try to educate the | 


CLEVELAND CONVENTION 


National Association Announces 
details of meetings to Be Held 
Sept. 5, 6 and 7 


FILLED WITH 


INTEREST 


From Keynote Speech to Adjournment 
There Is Material Both Inter- 
esting and Instructive 


The National 
Underwriters 


Life 
pro- 


of 
the 
gram in full of its thirty-second annual 
convention, to be held in Cleveland, O., 
Sept. The program, 
at 9:30 Monday morning, is filled with 


Association 


has announced 


5-7 which opens 
interesting addresses and discussions of 
hypothetical cases. Postmaster-General 
Will H. Hays the principal 
speaker at the banquet Tuesday even- 
ing. 
been arranged and is in detail as fol- 
lows: 


will be 


A most instructive program has 


SEPTEMBER 5 


Monday Morning Session—0:30 to 12:30 


9:30—Singing—Led by W. G Eisen- 
hauer. 

9:45—Invocation By Rev Dilworth 
Lupton, Pastor, First Unitarian 
Church, Cleveland 

9:50—Opening of Convention and Presi- 
dent’s Report By President Or- 
vile Thorp. 

10:15—Keynote Speech—Charles G. Tay- 


lor, President American Life Con- 
vention; Vice-President, Atlantic 
Life. 


11:00—Singing. 

11:05—Selling Enough Life Insurance for 
Client’s Needs 
Selling Insurance Programs 
Opened by Franklin W. Ganse. 


11:30—Led by Graham C. Wells, in co- 
operation with Franklin w. 
Ganse. 
Case for Discussion: 
(1) H. M. Brown, 41; wife, 41; son, 6 
General insurance business. Income 


about $3,500 a year. 
His mother is partially 
him. 
A 


dependent on 
defective brother is 
pendent on him. 

Has never saved any money except 
through his insurance; owns no property. 

Carries $5,000, 20 payment life which 
has been in force for ten years, on which 
the present net deposits are about $140 
a year. 


partially de- 


7 ” > 

(2) A. B. Anderson, civil engineer, 50 
years old. 

Has wife, 47 years of age, and two 
daughters, 18 and 16 years old. 

Wife has no experience in business, 
though she is a practical woman, 

He earns about $5,000 a year from 


> “ | his profession. 
We should see to it that every | 


Owns home worth about $12,000, well 


located and attractive. 


House is mortgaged for $5,000. 

Carries $5,000 of insurance, ordinary 
life plan. Present insurance premiums 
about $130 a year. 

Saves a little but irregularly. 

Daughters are rather extravagant for 
his means; both have been temporarily 
employed as clerks. 

They have no idea of going to college. 
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has a well-to-do brother, 
things for the family, 







Michigan a. 








salary of $3,000 a year. 
He has bought a house for $8,000, on 





Phoenix Mutual 
Provident L. & 






installment plan 







Volunteer State 






Columbian Natl.... 










530,000 
1,034,668 
1,624,256 












Security L. & T., N.C. § 25 
i 2,141,962 
,505,030 












years old a ctive ly. 





He carries about 








a department store 
‘arries no insurance. 





and two children 









y and $250 on the 
endowment policy 










hundred dollars 









A prosperous young physician, 
has practice of about $15,000 











young engineer engaged in the electrical 









| ries $5,000 on the 







married (wife's age 2 
He has saved a moderate amount and is 


He was recently 














| home at ‘the en time. 
service does he 










A man who has been successful in 
















































































a local automobile agency carries $15,000 | 
of ten year term insurance, 
over six years 


valid daughter age 15. 

years ago. 
20 payment plan taken sen y « his home and a loan in his 
mortgage has been 


, $200 a month as long as either wife or : A Bak a 
of $200 a mo & ; off, but his business is in debt about $7,- 


bank on his income from his investments 
continuing for 
Would you suggest any 


, whose husband has 


3 | $2,000 as a 


- interes in busi- temporarily out of werk. 


Another daughter, ¢ Lapsed the $6,000 in order to meet | 


a payment on a mortgage on his home. 


His mother, age 82 « What yould you suggest he do? 
his wife’s parents, considerably over 7 


re dependent on him John Jones. is trying to negotiate 
are aepe . 


He is developing a new 
just out of college and no collat- 
insurance policy. 

He has a wealthy friend who will back 


a loan of $4,000. 





concern and $5,000 from 


is afraid he may not live to repay 
y would you suggest? 

Mr. Adams has What would 3 2 se 

sege Rent year. dowment will mature next month. 

He is 45 years old with a wife 42, and 
an invalid daughter 18. 

He is not saving much from his salary, 
of $3,000 on his 
‘which he took to buy i 

His savings are chiefly represented in 


wants to start the boy on an insurance 


the same time provide him with capital 
later on in life. 


doesn’t want the 
ture at one time. 
suit this case? 


What combination will 





: The father of a young man of 18, 
2:05—Insurance : 
and Its Aid in Selling. 
Opened by Earl G. Manning. 
2 oe by John J, Eberhardt. 
Making a Budget. 


wishes to teach him habits of systematic 
The father is president of a large 
connected with many 
prosperous financial 
various institutions can 

. . 
Ste ; -ount. : 
Starting Bank Accou ince with whem 
: ; . i -| ‘business that 
Financing Home. consisting of real 
and incidentally 


a ole wo 


estate, some bonds, etc., 
mentions that he has not made ¢ 
i 


Mr. Adams has a son 
age, who will graduate from college next 
Adams is fairly well to do, 
and wants to start the boy on an insur- 
ance program that will teach him 
thrift and consistent 
and at the same time provide him with 


Cases for Discussion 
John C. McCullum, 
of my policyholders. 
on the 20 A. P. plan and $5,000 on 
20 year endowment 





He carries $5,- 





LIFE COMPANIES’ SEMI-ANNUAL FIGURES 


os with Georgia Department) 
9,573 
1226 680 


——Six Months 











In Force Income Disb’ments 

$ 153,466,399 $ 3,023,337 $ 1,880,097 

126,000,000 2,312,889 1,509,093 

235,560,050 5,831,562 4,774,815 

211,753,212 4,652,211 2,658,306 

90,089,405 1,595,589 1,231,660 

1,063,425,125 24,930,522 16,673,059 

309,755,835 6,624,928 4,175,916 

557,054,960 13,495,403 9,298,684 

5,399,876,408 108,087,967 59,555,852 

51,640,945 908,780 674,619 

56,095,917 1,060,601 574,748 

10,405,300 505,234 515,483 

143,991. 834 2,943,787 1,572,351 

3,75 75,049,840 56,388,538 

3, 5 348,650 194,406 

134, $64,368 2,440,782 1,515,056 

2,762,035 1,683,536 

3,687,999 3,053,574 

4,511,411 2,449,695 

37,810 2,257 

3,072,112 2,022,469 

46,392,719 34,309,071 

| capital later on in life. F avors endow- 

ment insurance, but doesn't want the 
} entire amount to mature at one time. 

What combination will suit this case? 

>. > . 
(10) Mr. Michael has a miscellaneous 


assortment of life insurance, brought at 


»| different times and in different com- 
|} panies. He doesn’t know exactly how 
much insurance he has, nor on what plan 


it was written. 
How can you help him? 
. 
(11) Mr, Conrad, axe 42, is in the 
grocery business. He tas a wife, aged 


40, and a daughter aged 17. 


He does a good business, but doesn't 
know just where he does stand finan- 
cially, and doesn’t know whether he is 
better off this year than he was last. 


Believes he is making money but doesn’t | 
| 


what he is worth. 
wife is a 


know 
His 
have 
and they own a Dodge car. They say 
| they can’t save and cannot afford to buy 
life insurance. How can you help them? 
* >. . 

(12)Mr. Jackson carries a 
of life insurance on his own 
adapted to different insurance needs— 
perhaps all he can reasonably afford. 
No.insurance, however, is carried on the 
life of his wife. His son-in-law who 
earn $3,000 a year carries $1,000; his 
son, whom the father has struggled to 
| educate, has just finished callege and 
carries no insurance; his partner in busi- 
ness is rather prejudiced against insur- 
| ance—he is indebted to Mr. Jackson but 
inadequately insured; the husband of his 
|, wife’s sister although having a large 
|} income has always been rather shiftless, 
|} and in various family crises has leaned 
upon Mr. Jockson for assistance. Mr. 
Jackson is an endorser upon his note for 
result of financial troubles 


good dresser. They 


good line 
life well 


| in which the brother-in-law became in- 
| volved. 

What insurance service is there to 
| render in this case? 

. * . 

(13) Mr. Davis, aged 29, has just 
moved into a new house. His family 
| consists of a wife, aged 30, and a boy, 
aged 4. He is an automobile salesman 


and his earnings average $8,000 per year. 
He has placed a $4,000 mortgage on the 
house and desires to guarantee payment 
of it. 

4:10—Executive Committee Report. 
4:20—Selecting Nominating Committee. 
4:30—Adjourn. 





SEPTEMBER 6 
| Tuesday Morning Session—9:20 to 12:30 
“Sales Strategy” 
9:20—Singing. 

Methods of Approach. 

Opened by C. J. Rockwell, Profes- 
sor of Insurance Salesmanship, 
Carnegie School of Life Insur- 
ance Salesmanship. 





Cases for Discussion 

|, (1) Two business partners are en- 
| gaged in the mercantile business. Their 
agents are thirty-four and thirty-seven 
respectively. Both have personal life 
insurance but no business insurance. 
| Each has $25,000 cash invested in the 
| business. The partnership is very pros- 
|} perous, but each is so important to the 
the loss of either would 
| practically mean the failure of the busi- 
ness. 

> . > 

| (2) Mr. Brown is an expert machin- 
ist. He has perfected a device for the 
manufacture of an automobile lamp. 
His invention has been given sufficient 
test to prove its merit. On the basis of 


this invention he has organized a com- | 


pany to manufacture and sell this prod- 
uct. The success of the company de- 





a piano and a victrola in the house | 








pends solely upon this man’s ability and 
ingenuity not only to further the in 
vention of this lamp but to aid in its 
manufacture. You have asked for an 
interview with the directors at a board 
meeting. You have received it. 
. 

(3) Mr. Jones, a graduate of the Uni- 

versity of Wisconsin, is employed by an 


accounting firm at a salary of $4,500 a 
year. He is maried and has two chi 
dren, a boy age ten and a girl age fou: 
He himself is thirty-nine years of ag: 
He has his own home purtially paid 
for, carrying a lortgage on it of $3,000 
He has not been able to save any other 
than the equity in his home and $3,000 
of life insurance. You hear that he is 
especially interested in his son's educ 
tion. He would like to have this son 
attend the University of Wisconsin. 
> . . 
(4) A young lady school teacher 


twenty-six years of age and earning $1,- 
200 a year has a dependent mother. You 
learned that with rigid economy, they 
are able to save about $300 a year. 

. . 


(5) Mr. Smith, age twenty-three, has 
just graduated from one of the middk 
west colleges and is now working as an 
assistant chemist in one of the larg: 
steel plants. He has no dependents, his 


parents being fairly well off but not 
wealthy. He has not been able to save 
anything since leaving college, although 
his salary has been for the last year 
$175 a month. You hear that he appre- 
ciates the value of life insurance. 
(Prof. C. J. Rockwell will propos 


other cases from the platform.) 
10:55—Singing. 
11:00—Meeting Cbjections. 
Opened by E. H. Howbert, Pro- 
fessor of Insurance, Denver Uni 
versity, Denver, Colorado. 
11:30—Led by J. Stanley Edwards. 
Cases for Discussion 


(1) I can’t afford it. 

(2) 1 want to pay my present debts 
first. 

(3 I have all the insurance I want 
I don’t want any more insurance. 

(4) I have all the insurance I need. 

(5) 1 want to talk it over with my 
wife. 

(6) I am single and do not need it. 

(7) Iam not ready just now. I will 
take it later. 

(8) I will think it over. 

(9) 1 can use my money to better 
advantage. 

(10) My wife objects to insurance. 

(11) | prefer assessment insurance 

(12) Against my religion. 

(13) Can save my own money. 

(14) 1 have property and do not need 
insurance. 

(15) 1 can’t pay for it just now. 

(16) Do not believe in insurance 

(17) My children can support them- 
selves. 1 had to hustle, and why souldnt 
they. : 

(18) I don’t want to leave a lot of 
money for some other man to spend. 

(19) My wife earned a good salary 
before we were married and she cou d 
return to the same occupation. 

(20) My wife has money of her own. 
My wife’s people are wealthy. 


12:30—Adjourn. 

Tuesday Afternoon Session—2:00 to 4:30 

2 :00—Singing. 

2:05—Tactic of Close—Closing 
tions. 

Opened by John A, Stevenson 
35—Led by Charles C. Gilman. 
50—President’s Prize Contest— My 

Best Selling Suggestion.” 


Sugges- 





eS OO er $25—Gold 
2nd Prise «.sccccccccees 15—Gold 
Bee DOR. ccnecsanenccns 10—Gold 

Led by W. E. Bilheimer. — 
Three prizes will be given fo! the 
three best selling suggestions. , 
Every salesman has one or more © 
fective selling suggestions whi he he 
makes use of in almost every sale rhis 
may be a selling point, an unusual 
method of visualizing life insurance Baas 
the prospect, or a selling plan. > ling 


points for farmers, for lawyers, tea hers 


physicians and all classes of p* ople 


should be considered. One salesman Prt” 


pares a lawyer's brief to sell insurance 
to a lawyer; another bases his plan - 
a “new serum” for the doctor = 
best selling suggestions, whether . 
business insurance, inheritance tex, 1 
come insurance, or any form of insu! 


ance shoulld be presented. 
4:00—Singing. 
4:05—Announcements. Paes 
Written resolutions from the 0° 
to be referred to the Exe 
Committee. 


(CONTINUED ON PAGE 


itive 


13) 














r an 
board 


Uni- 
DY an 
500 «a 
chi 
four 
ame 

paid 
3,000 
other 
$3,000 
he is 
duc 


riddle 
as an 
large 
s, his 
t not 


| Save 


t 
them- 
uldnt 


lot of 
end. 

salary 
could 


own. 





September 1, 1921 


TO SPEAK AT BANQUET 


Will H. Hays Is Secured by the 
National Life Underwriters 
Association 


MANY RESERVATIONS MADE 


Prominent Canadians Will Attend An- 
nual Convention to -Be Held Next 
Week in Cleveland 





Will H. Hays, postmaster general of 


the United States, has definitely ac- 
cepted the invitation of the National 
Association of Life Underwriters to 


speak at the annual banquet Sept. 6 at 
Cleveland. Bainbridge Colby and Chief 
William Howard Taft found it 
impossible to attend. 


Justice 
The presence of 
a member of President Harding’s cabi- 
now assured, 
other banquet 


net 1s 
will be 
Harry F. Atwood of Chicago, author of 
“Back to the Republic,” “Keep God in 
American History,” etc., and a lecturer 
of unusual ability. His subject will be 
“Our Federal Constitution, the Greatest 
Insurance Policy Ever Written.” 


rhe speaker 


Heavy Registration 


Nearly 700 reservations have already 
been made at Cleveland hotels. Large 
delegations have been promised from 
Detroit, Columbus, Pittsburgh, Buffalo 
and Rochester. It is expected that the 
attendance will be increased by hun- 
dreds of local men and underwriters 
irom nearby towns, many of whom will 
probably take in such parts of the pro- 
gram as particularly appeal. 

The registration of leading officials 
ot the Life Underwriters’ Association 
ot Canada has led to the rumor that an 
invitation will be presented to take the 
1922 meet across the line, as an inter- 
national convention. Among numerous 
Canadians who are said to be coming 
are J. G. Stephenson, recently elected 
president of the Canadian association 
at the convention just held in Victoria, 
B. C., Orville Shortly, former president 
ot the Dominion association, and J. H. 
Castle-Graham, ex-secretary of the as- 
sociation, 


May Have Salaried Assistant 


\t the pre-convention meeting of the 

executive committee of the National 
Association which will be held Sept. 3, 
it is expected that among other things 
discussed will probably be the advis- 
bility of employing a salaried executive 
assistant, who could relieve the presi- 
dent of many important details and act 
as a sort of traveling organizer in ex- 
tending more efficient service to the 149 
local associations scattered over the 
country. This matter was discussed at 
the mid-year meeting of the executive 
committee in New York, in connection 
With the suggestion to raise the dues 
ot the National Association, but noth- 
ing definite was decided. 
It is said that President Orville 
Thorp will present a recommendation 
that the dues of local associations be 
mcreased $1 per member, in order to 
nnance the employment of a high grade 
assistant to the next president. 


Death Claims for Six Months 


Of 5.208 death claims paid by the 
Equitable Life of New York during the 
rst six months of this year, 491, in- 
volvir g $817 of insurance, were in 
connection with policies that have been 
Sax ome less than one year. Of 
, * 162 were under regular policies 
ane 29 under group policies. Of these 

percent were due to 





727 


rst vear claims 17 
ac cidental causes. 
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GENERAL AGENTS MEET 


DISCUSS AGENCY BUILDING 


Two-Day Session Closes Week’s Con- 
vention of Equitable of Iowa 
in Chicago 


The general agents of the Equitable 
of Iowa held their annual convention, 
which extended over two days, imme- 
diately following the annual convention 
of the entire agency organization, The 
agency convention covered three days, 
Aug. 23, 24 and 25, closing at noon of 
the 25th. The general agents held their 
first meeting on the same afternoon and 
continued until the evening of the fol- 
lowing day. 

B. F. Hadley Speaks 


At the closing session of the general 


convention, General Agent Paul R. 
Wendt of Newark, N. J., read a paper 
cn “The Adaptability of Our Policy 
Contract to Every Day Needs,” 


emphasizing the importance of chang- 


ing the policy to fit the pros- 
pects. It was a mistake to spe- 
cialize on any one policy form, he 


said, but rather one should be able to 
use any form and each variety of any 
form as occasion calls. The subject, 
“Sources of Prospects,” was divided 
between A. D. Wallis, Philadelphia gen- 
eral agent, and W. P. Baker, general 
agent in Burlington, lowa. Mr. Wallis 
spoke on the importance of the pros- 





| point of view. It 
| raised at 


| price 
| ket 


| statements 


| he needed to 
| crop was ready to 


| been 


pect in the insurance agent’s work and | 


outlined some of the sources of city 
prospects. Mr. Baker took the other 
side of the subject and outlined the 


sources of country prospects. B. 
Hadley, second vice-president, gave the 
closing address, speaking on “Our Re- 
sponsibilities.” His paper was a fitting 
close to the convention and followed 
out the idea with which President 
Nollen had opened the first day’s pro- 
gram, that of “The Equitable Family.” 


General Agents’ Meeting 


M. C. Nelson, general agent at De- 
catur, Ill., and winner of first place in 
production, presided at the opening 
meeting of the general agents. A busi- 
ness session followed after the Thurs- 
day afternoon meeting closed with 
seven brief talks by leading producers. 
No talk lasted longer than ten minutes 
and each was filled with advice and 
suggestions. 

The two sessions on Friday were de- 
voted to talks and discussions on ques- 
tions vital to agency building and pro- 
duction. Executive Advisor Cummins 
spoke on the appointment of new agents 
and G. Hunter, second vice-presi- 
dent and actuary, read a paper on “The 
Means of Keeping Insurance in Force” 
and read the record of the agencies on 
lapsation, as an object lesson to all. 
Prizes were awarded to the two highest 
in the three groups of agencies, both 
for lowest lapse ratio and for the great- 
est reduction from last year’s lapse 
ratio. B. F. Hadley, second  vice- 
president and secretary, read a paper 
on “Securing and Developing Agents,” 
giving the general agents some very 
pointed suggestions in this phase of 
their work. Vice-President Aldrich 
spoke on promotions and allotments in 
general agencies and President Nollen 
then opened a discussion on the desira- 
bility of developing a lead system. The 
trend of the discussion led him to make 
the definite announcement that a lead 
system will be developed and in_ the 
very near future. Dr. F. L. Wells, 
medical director, gave the closing talk, 
with general remarks. 





A. Silvers With Security Life 


A. Silvers, for some years connected 
with the Occidental Life of Los An- 
geles, has been appointed agency super- 
visor for the Security Life of Chicago, 
with headquarters in San Francisco. 











BUSINESS IN GEORGIA| ILLINOIS LIFE CLUB 


THERE DESPITE CONDITIONS 


W. O. Perry of Illinois Life Makes | 


Record of $725,000, Although 
State Was Hardest Hit 


Georgia has had, according to W. O. 
Perry, who wrote $725,000 business 
there last year, about the hardest year 
in its history, viewed from a financial 
has been a crop 
when the one crop, cotton, 
war-time tumbled in 
to one-fourth of former mar 
value, every business in the state 
was hard hit. Just how bad conditions 
were is indicated by the following 
taken from Mr. Perry’s ad- 
diess at the $100,000 Club of the Illi 
nois Life Insurance Company confer- 
ence at Kansas City. Anticipating 40 
cents a pound for his cotton, the Geor 
gia farmer operated with per day 
labor, $60 per ton fertilizer, mules at 
$500, flour at $15 and two prices for all 
eat and wear. When his 
market, it brought 
10 cents instead of 40. 


one 
state, and 


costs, 


its 


$5 


Signs of Recovery 

When the 
fall of 1920, 
closed, and 


panic hit the state in the 
52 of the state banks wer« 
while the condition has 
relieved somewhat, the state is 
still “out of cash.” In June of 1920 the 
bank clearings of Atlanta, Augusta, Co- 
lumbus, Macon and Savannah 
$342,844,000; in June, 1921, the bank 
clearings of these cities was only $200,- 
193,000. In spite of this condition, the 
state is “fighting back.” Thirty-two of 
the 52 banks that were closed have re- 
opened with increased capital and 
surplus. 

Better than all else, 
learned its lesson, and the crops for 
1921 will be almost as diversified as 
those of the middle west. The estimates 


the state has 


for the year are 2,468,000 bushels of 
wheat, 12,973,000 bushels of oats, 14,- 
421,000 bushels of sweet potatoes, 
6,766,000 bushels of peanuts, 131,000 


tons of hay, 26,000 bushels of rice and 


10,000,000 pounds of tobacco. Georgia | 


is not only raising her own meat, but 
will ship out pork and pork products 
to the amount of about $50,000,000, 

In another way the panic will be a 
good thing for Georgia. The farmers 
have learned to cut their overhead by 
doing a lot of the work themselves, 
which they were in the habit of hiring 
done. In this way. and in the reduction 
of wages, the labor cost of the crops 
hes been reduced tremendously. Also 
a million will be saved by raising his 
own foodstuffs. On the whole, the out- 
leok for the future is all right. 


Perry Meets These Odds 


But the big business of Mr. Perry 
was written when things were down at 
bed rock, and before these savings 
could be capitalized upon. How? Well, 
the insurance man learned HIS lesson, 
as well as the farmer, and it is the same 
lesson—diversified crops. He is. still 
writing life insurance, and nothing else, 
but he is applying it to meet varying 
needs of his people as they arise. The 
main purpose is the same—to cover the 
possible loss of the earning power of 
the money earner of the family; but 
there are new reasons for the protec- 
tion, growing out of the panic, itself. 

Many of the farmers who had held 
that they could invest their money bet- 
ter than the insurance company, and 
that there was no real danger of dying, 
right away, came to the place where, 
instead of having money in the bank 
from their cotton, they were compelled 
to borrow heavily to meet the demands 
made upon them. Some of the smaller 
farmers had difficulty in producing 
satisfactory collateral. And this condi 
tion of need was the insurance man’s 


opportunity 
(CONTINUED ON PAGE 4) 


were 


_ IN ANNUAL CONVENTION 


| — 

| $100,000 Organization Met in Kan- 

sas City for Eighteenth Annual 
Gathering on Aug. 25-27 


| WROUGHTON IS PRESIDENT 


Many Talks of Interest and Inspira- 
tion Given by Club Members 
and Officials 


Che eighteenth annual convention of 
the $100,000 Club of the Illinois Life 
was held in Kansas City, Mo., August 
25-27. It was one of the most .enthusi- 
astic and protitable conventions of the 
whole series. The meetings were held 
in Kansas City in honor of W. B. 


Davis, the “dean of the general agents,” 
who has been with the company in the 
capacity of general agent of the South- 
western Department for twenty-one 
yeal and the production of whose 
agency was reported to be from one- 
fourth to one-third of that of the whok 


company 


Wroughton Is President 


he membership of the club numbers 
v7—not quite so large as in former 
years—and there are 22 honorary mem- 
bers, managers of new agencies which 
| produced not less than $500,000. The 
othcers of the club are appointed in 
accordance with their production, the 
presidency being given to the largest 
producer. The officers for the present 


year and who served at this convention 
were: President, James E. Wroughton; 
first vice-president, Willis O. Perry; 
| second vice-president, William L. Coon 
| rod; third vice-president, Ira A. Mce- 
| Bride. 

Opening Session 


the convention 
Chursday morning 


session ot 


The first 
was called to order 


| by the retiring president, Eugene C, 
| Wharf. The address of welcome was 
given by W. B. Davis, general agent 
of the Southwestern Department, and 


was responded to by each of the vice- 
presidents. Following this was an 
address by the retiring president and 
the inaugural address of the new presi- 
dent. 

(hese addresses al! abounded in good 
fellowship and optimism, all rejoiced in 
the achievements of the past and 
sounded the note of faith in the larger 
victories for the future. Loyalty to the 
company and its officers and apprecia 
tion of the fellowship of the club were 
dominant notes in the addresses, and 
everybody had a good word for W. B 
Davis and Kansas City 





Conservation Prizes 


The Illinois Life has coupled with 
the effort to secure volume of business 
the effort to conserve business and has 
awarded prizes to the five best records 
made for renewals, John M. Kelly of 
Illinois, with a renewal record of 97 
percent, receiving first prize. The con- 
servation prizes were presented by O. J 
Arnold, secretary of the company, in 
an appreciative address, to which Mr 
Kelley responded 





Col. J. W. F. Hughes of Topeka is 
one of the most enthusiastic of the 
club, and made an encouraging report 


of conditions of his territory in eastern 
Kansas and an optimistic address on 
the Southwestern Department. In this 
talk the general agent. Mr. Davis, came 
in for his share of the credit of making 
it the banner department of the com- 
pany, and some of the elements of its 
strength were set forth 

T. J. Henderson, agency 





manager, 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—o- 


Contract direct with the 
Company. 

-}- 
Over $125,000,000 of in- 


surance in force. 
—lj- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 




























Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the oo Office, 
Springfield, Ill. 
















































MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
omen oe a And why should any man be satisfied with a policy that 
would do less 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 


Home Office, United Life Building Concord, New Hampshire 






















Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








Michigan, gave an interesting talk on 
Meeting Present Day Conditions, in 
| which he frankly faced the fact that 
| these were reconstruction times and 
pointed out that while they brought 
} ew problems they also brought new 
| opportunities to the wide-awake agent. 
Hard times bring debts, and other ob- 
ligations, which easy times do not, and 
| the agent who will help his prospect meet 
| these obligations with adequate pro- 
tection will not only be doing his 
prospect a service but will be building 
a business that will increase with the 
return of good times, he said. 


Many Instructive Topics 


“A Well Informed Agent Ought to 
Know,” according to G, A. Withers, 
manager of southwestern department, 
his policy, his company and its officers, 
his field, his business, theoretically and 
practically, human nature, and above 
all, himself. 

Interesting talks with helpful sug- 
gestions followed in the forenoon ses- 
sion by J. W. Griggs, district manager, 
southwestern department, “Insurance 
for Insurance Sake”; C. D. Foster, dis- 
trict manager, southwestern depart- 
ment, “Your Professional Creed”; S. K. 
Ukele, superintendent of agents, south- 
western department, “Eighteen Years 
sSehind the Ratebook of the Illinois 
Life,” and by O. H. Augustine, gen- 
eral agent, Illinois, on “Keeping Ever- 
lastingly At It.” 


R. W. Stevens Speaks 


The noon recess offered opportunity 
for the renewal of old acquaintances 
and the introduction to new members 
of the club, as well as the luncheon. 
In the afternoon the program was car- 
ried out in full, and was considered by 
R. W. Stevens, vice-president of the 
company, as the best rounded out pro- 
gram of the series of conventions. He 
pointed out that the topics had been 
selected by the men themselves, and 
therefore were in a way indicative of 
the problems and victories wrought out 
on their various fields. His own topic, 
“Ambitions and Achievements,” which 
closed the session, set forth the high 
ideals which had animated the man- 
agement of the company in its effort to 
build up a company which in point of 
soundness and service was equal to the 
best. Hutchison, manager in 
east-central Illinois, speaking on “Who 
and Where Are Prospects,” showed 
that he was thoroughiy conversant with 
his topic. First, “Old Hutch” said that 
the answer to the topic was simply: 
Everywhere and everybody. Then he 
told of his own experiences, which 
tended to show that he was right, for 
evidently he finds them in the most un- 
expected places and at the most unex- 
pected times. 

0. J. Arnold’s Talk 


The Friday morning session was 
opened with a very instructive address 
on Estate and Inheritance Taxes by 
O. J. Arnold, secretary of the com- 
pany. He showed the agents not only 
how these taxes were levied on estates, 
but pointed out how the agent, know- 
ing. the approximate value of a man’s 
estate, could figure up about the 
amount of insurance he would need to 
cover these taxes, and other expenses 
connected with his possible death, and 
could use the information in pushing 
his sale of a policy. He distributed 
charts showing the rates in the various 
states and setting out the amount that 
estates of $125,000 and $600,000 above 
all claims except estate and inheritance 
taxes would have to pay in taxes. 


Consider Policy Forms 


The Question Box was in charge of 
R. W. Stevens and developed some very 
interesting discussions. Concerning the 
club, the question of qualification for 
membership and the handicaps which 
should be imposed on the president in 
the matter of re-election, and whether 
term and “double x” policies should 
have the same value in contests took 
chief place. The double indemnity and 


























the disability clauses received consider- 


able attention. It was the concensus of 
opinion that these clauses should be 
used only in competition with other 
companies for business. In order to 
compete successfully, the agents wanted 
the best clauses that are written by 
and at rates that the 


any company, 
company could afford to write. But as 
an insurance proposition, the agents 


thought that these clauses had no place 
in a legitimate life contract. It was 
therefore ordered that a committee of 
five be appointed by the chairman to 
draft a resolution to that effect and 
have it given such publicity as the 
management of the company should 
see fit. 


Program of Recreation 


The business sessions of the conven- 
tion were concluded at noon Friday. In 
the afternoon club members and the 
guests toured Kansas City, the drive 
ending at the Mission Hills Country 
Club, where a special chicken dinner 
was served. Beautiful souvenir pro- 
grams for the dinner and after dinner 
talks were distributed. This being the 
centennial year for the state of Mis- 
souri, each program was _ embelished 
with a Daniel Boone half dollar. W. B. 
Davis was the toastmaster on the oc- 
casion and many responses were given. 


WRITES GEORGIA BUSINESS 
DESPITE POOR CONDITIONS 
(CONTINUED FROM PAGE 3) 


To the farmer, with a note in the 
bank, the appeal was made to cover it 
with a policy, so that in case of death 
the note would not stand against the 
farm. When this was agreed to, it was 
not difficult to show the farmer that it 
was to his interest to make the policy 
large enough to cover all possible calls 
for immediate cash in case of his death 
—inheritance taxes, executors’ fees, doc- 
tor and funeral bills, etc., with a 
sufficient amount for running expenses 
so that nothing need be sold at forced 





sale and at a sacrifice. 

Building upon these conditions and 
going out to meet the newer needs, as 
well as those newly recognized, the 
amount of business written placed Mr. 
Perry next to the top in production 
and made him vice-president of the 





$100,000 Club. Mr. Perry, in looking 
back over the year, stated that fully 50 
percent of his business was written to 
cever just such needs. Looking for- 
ward into the coming year, he can see 
that the experiences of the past year 
has opened up for him vast opportuni- 
ties—opportunities which he would not 
have had if he had not done as the rest 
of the Georgians did last year—dis- 
carded their $15 silk shirts and put on 
their 50-cent cotton ones, and gone to 
work on the problems confronting 
them, with the determination to wit 
And Mr. Perry insists that the “di- 
versified crop” is the only thing 


Montana Has Good Year 
HELENA, MONT., Aug. 30.—The 
annual report of the insurance depart 
ment of Montana shows a big increase 
for the year 1920 in premiums 0! 4! 


classes. The total premium income 1- 
creased nearly $3,000,000, an increase 0! 
approximately 20 percent. The premium 


income of life companies amounted to 
$5,703,609 and of assessment life com- 
panies $106,007. An increase of $16,367,- 
770 was made in 1920 in the policy value 
carried on Dec. 31 in all classes of life 
insurance. On Dec. 31, 1920, there were 
in force 132,151 policies, for a total 0 
$195,313,583, compared with 119,915 
policies representing $178,945,812 on the 
same date of the previous year. New 
business written by legal reserve com- 
panies during 1920 amounted to $40 
589,650 and business lapse during the 
year amounted to $27,289,863, leaving 
the net increase at $13,299,787. Losses 
for the year of 1920 amounted [0 
$1,547,160, a decrease of $729,159 irom 
those of the previous year, showing an 
improved death rate. Industrial bus 








ness showed an increase of $1,191,743. 
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A Commonwealth 
of Comrades 














In whatever locality you go where 
the Central States Life, of Crawfords- 
ville, Ind., operates, you will find 
boosters for it. It makes strong and 
permanent friends. 


It appeals to people who appreciate 
stability, fine quality, integrity and 
liberal service. 














Insurance in force ‘2. $128 ,000,000 

















Indiana people are renowned for 
their genius for friendship. They are 
strong in their personal attachments. 
They cling tenaciously to their own 
institutions. 





They patronize Indiana business 








houses because of a natural tendency. 
Indiana life insurance ‘4 f 
stands high with Indiana ty 

people. 4 
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Central States Life 


Edwin M. Brown 


Come with the 


Insurance Company 
of 


CRAWFORDSVILLE, INDIANA 


If you want to write life insurance 
in Indiana 


WRITE TO 


THOMAS L. NEAL 


Second Vice-President and Agency Manager 


President Secretary 


Clifford V. Peterson 
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Loan Values in Life Policies 


Tue loan value in life insurance has 
materially departed from its original 
purpose. The loan clause was intro- 


duced into the life insurance policy to 
means for the policyholder to 
found himself in 


provide 


pay a premium if he 
financial difficulty and could not meet 
the sum when due. Then the loan value 


could be applied to meeting the pre- 
mium. 

As time policyholders felt 
that they had a rightful equity in their 
policies and if they desired to use it for 
other means than paying the required 
allowed to do 


went on, 


premium they should be 


so. The loan value privilege then be- 
came a wide open one. A man went to 
his insurance company for money if 


he had equity in his policy the same as 
a bank. In fact, he could get his money 
more from 


pany and at a lower rate of interest than 


readily his insurance com- 
he could at his bank. 

Undoubtedly there 
abuse of the loan clause. 
have their life insurance 
policies for all sorts of purposes. They 
thus have defeated their aim in provid- 
ing protection for their business and 
family. If the rightful use of the loan 
value could be regarded in all cases, it 
would prove one of the biggest life in- 
surance Even as it is, policy- 
holders must recognize its great worth. 
Sometimes the money that a man can 
get from his life insurance policy during 
his life means much more to his family 
than it would at the time of his death. 
The life is always a 
safety fund Death 


been a big 
Policyholders 


has 


borrowed on 


assets. 


insurance policy 


for contingencies. 


is regarded as the major contingency, 
but there may be others that are almost 
as great from the financial standpoint of 
the family. However, there are men 
borrowing their life insurance for spec- 
ulative purposes or the purchase of lux- 
uries. This practice cannot be too 
severely condemned. Many life insur- 
ance loans practically mean that a man 
is borrowing from the proceeds that his 
family are likely to need. Agents of life 
companies dislike to a loan made 
because it practically means the policy 
will lapse. 

The TRAVELERS 
statistics as to the loans 
Of these, 37 
repaid in cash, 10 percent were deducted 
from matured 9 percent 
were deducted from death claims and 44 
lapse of 


see 


given out some 
cancelled by 
percent were 


has 
it last year. 
endowments, 


percent were cancelled by 
policy. 

Undoubtedly, in making it very easy 
to obtain loans, the borrowing habit has 
greatly increased. A man borrowing 
on his life insurance does not look upon 
it the same as borrowing it from a bank. 
In other words, he does not feel obliged 
to repay it. Therefore, when he secures 
his loan and finds the interest on it be- 
ing added, he hesitates about paying a 
premium for the residue of the insur- 
He realizes that the amount of 
insurance has greatly decreased. Usu- 
ally, it means the lapse of the policy. 

Some companies are endeavoring to 
encourage the payment of policy loans 
by having the assured sign a note agree- 
ing to repay the full amount of the loan 
at a specified time. 


ance. 


Mortality Experience Favorable 


From all over the country, and from 
and ages, come 
record for 


companies of all sizes 
reports that the mortality 
this year been very favorable. 
Death losses have been evenly dis- 
tributed. The mortality record in any 
one month has not been abnormal. No 
state or section of the country has pro- 
duced an unfavorable experience. Uni- 
formly throughout the country death 
losses have been normal. Companies 
that are especially critical in examining 
applicants, that decline cases that a ma- 
jority of the companies write, have had 
a lighter mortality up to date than they 
have experienced in a similar period for 
several years passed. 

This would indicate that the much 
discussed after effects of the influenza 
epidemic are having little effect on the 
mortality of the life companies. The 


has 


prediction that those who were afflicted 
with influenza in 1920 and 1919 would 
remain in a weakened physical condition 
and be easy victims of the more viru- 
lent diseases was without foundation. 
As a class, those who had influenza 
have, to all appearances, completely re- 
From a life insurance stand- 
They do not 


covered. 
point, they are good risks. 
show any impairments. 

Agency and home office expenses 
continue high this year and for that rea- 
son life company officials are especially 
gratified over the favorable mortality 
showing. There is every reason to ex- 
pect that the mortality experience for 
the remainder of the year will be nor- 
mal, and that for 1921 practically all 
companies will show lighter mortality 
figures than they have been able to ex- 
hibit for several years. 
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“Sunny Jim” Baley, prominent in in- 
circles of Kenosha, Wis., and 


surance 
well known throughout the state, has 
left for Cocoanut Grove, Fla., to make 


his home. The move realizes a dream 
of many years of the genial Mr. Baley 
to spend his declining years in the 
sunny south. He has represented the 
Massachusetts Mutual in the Kenosha 
district for some years. He will be on 
an indefinite leave of absence. Mr. 
Baley went to Kenosha in 1899, first 
entering the employ of a large hosiery 
concern, advancing rapidly in the sales 
department, when he resigned to be- 
come district manager of the Massa- 
chusetts Mutual. Mr. Baley is a 
talented pipe organist, and has been the 
organist at Grace Lutheran church at 
Kenosha, for a number of years. 

At a reception and dinner held in 
Grace Church Thursday night of last 
week, Mr. Raley was tendered a fare- 
well by the members of the congrega- 
tion. Following a dinner in the church 
parlors, a musical program was given, 
and Dr. H. K. Gebhart, D.D., pastor of 
the church, recounted the good work 
which “Sunny Jim” had accomplished, 
including the “sale” to Mr. Carnegie of 
the idea to give the church the beautiful 
organ. A number of farewell gifts were 
presented to Mr. Baley by individual 
members of the congregation, by the 
choir and others. 


E. C. Cooper, former insurance com- 
missioner of California and until recently 
president of the Great Republic Life of 
Los Angeles, has opened offices in San 
Francisco, where he will establish him- 
self in the practice of insurance law. 


The National Life U. S. A. has set 
aside September in honor of Vice-Presi- 
dent and Secretary Robert D. Lay, who 
is in charge of the agency department. 
Mr. Lay is one of the pillars of the Na- 
tional Life. He is regarded as an able 
executive, a man of initiative, and one 
who has the confidence of the agents. 
The company in honor of Mr. Lay is 
paying a bonus of $2 per thousand to 
each agent on September business pro- 
vided his quota is reached. Those who 
do not care to compete for the $2 bonus 
will receive $1 per thousand on the Sep- 
tember business regardless of quota. 

Max Westheimer, of Houston, Tex 
has already made his quota for the 
Pacific Mutual’s $100,000 Club. His 
life policies average around the $3,000 
mark. He makes a practice of insuring 
the small fellow and his business has 
renewed in fine shape from year to year. 
He has averaged over $200,000 a year in 
life insurance business for four years, 
and this is in addition to writing fire 
and casualty lines. 


Leon N. Lefebvre of Portland, Ore., 
is highest man west of the Mississippi 
for the Provident Life & Trust for the 


first six months of the year and is going | 


strong on the last half. During the first 
half of the year he wrote policies for 67 


persons. Since June he has written 35 
policies. He stands seventh on the 
company’s list in the United States. 


state manager in Okla- 
homa for the Merchants Life of Des 
Moines, closed the club year with a 
personal production of $480,000. Ow- 


W. F. Hill, 





ing to the fact that he lately assumed | 
the duties of state manager, he is unable | 
to hold the office of president of the | 


Merchants’ Men’s Club. The firm of 
Shackelford & Sprinkle, state managers 
in Oklahoma, has been succeeded by 
Mr. Hill, who has been a star producer 
in the state for some time. 


The record of John L. Brahmer of 
La Crosse, Wis., an agent of the New 
York Life, is remarkable in showing 
how his business is kept in force. He 
went with the New York Life in 1918, 
having before that been a_ traveling 
salesman for a grocery house. His first 
year’s paid-for business amounted to 





$192,518; second year, $358,750, and hi 
third year, $447,750. Only $15,500 was 
found to have lapsed in the two years 
At the end of 1920 it was found tha 
only $6,500 of the 1919 paid business had 
lapsed, leaving $352,250 in force. The 
company, in commenting on Mr. Brah- 

mer’s record, states that it indicates tw: 

things: First, that his business is hee 
on a proper basis, and secondly, whil 

hustling for new business he gives 
watchful attention to his old policy- 
holders to see that the business renews. 
At the same time, he gathers prospects 
from his old friends. He had paid fo 
105 policies for $285,000 insurance in 
seven months of this year. 


W. H. Crum of the Illinois insurance 
department retires from its service this 
week. With the completion of this 
month Mr. Crum has served the depart- 
ment for 17 years. e has been con- 
nected with the insurance department 
under five governors—Yates, Deneen, 
Dunne, Lowdén and Small. At no time 
has it been necessary for him to exert 
any political influence to be brought on 
any governor for the purpose of holding 
his position. He has been regarded as 
the mainstay in the department owing 
to his acquaintance with the details oi 
the office. He has come in contact with 
insurance people all over the state. Mr. 
Crum has accepted the position of gen- 
eral counsel for the National Associa- 
tion of Automobile Inter-Insurerers, 
which is an association of reciprocals 
writing automobile business. He will 
practice law, specializing on insurance 
law at Springfield, III. 


The agents of the Farmers National 
Life of Chicago made August “Stahl 
Month” in honor of President John M. 
Stahl of the company. August 24 is 
his birthday anniversary and on that day 
the agents determined to send him an 
application shower. The suggestion to 
honor Mr. Stahl was made by J. E. 
Kenney, the first man to make an 
agency contract with the Farmers Na- 
tional. He is now a district manager. 
The applications received in August 
were 54 percent greater than August of 
last yedr. When President Stahl 
reached his office on his birthday anni- 
versary, he found a number of tele- 
grams from agents of the company. At 
noon, Dr. S. C. Stanton, medical di- 
rector, requested Mr. Stahl to come to 
his office, as an important caller wished 
to see him there. When they passed 
the door of the directors’ room, it was 
thrown open and to the great surprise 
of the president, he saw all the office 
force and Mrs. Stahl seated at tables at 
a luncheon to be given in his honor. 
This had been so well arranged, that it 
was a complete surprise to him. The 
birthday cake is said to have been one 
of the largest ever made in Chicago. 


Dr. Stanton acted as master of cere- 
monies. 
Twenty-five years ago today, C. S. 


Samuel, general manager of the Oregon 
Life, with headquarters at Portland, 
Ore., started in the insurance business 
asa ‘stenographer in the Portland offices 
of the Equitable Life of New York. 
He remained with the organization 0! 
that concern at Portland until 1906, 
whe nhe resigned as assistant ma! 
to become assistant manager of the 
Oregon Life. Later he succeeded his 
father, L. Samuel, as manager of the 
concern. The stability and growth of 
the Oregon Life and the present eX 
pansion program are factors indicative 
of the type of manager the compa! - has 
in Mr. Samuel. 


lager 


Young squaw have such big brav' 
Insure his scalp? Oh, no! 
Muchee better way, say squaw 


Me can spend the dough. 


Big brave cash in his checks 
Squaw she pay the big expense, 
Then in wigwam stay for her 
Five papoose and thirty cents 
—Ohio State Bulletin 
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agents in Chicago last week. The de- 
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DOPTS LEAD SYSTEM | 





PLAN OF EQUITABLE OF IOWA 





Many Companies Now Using This 
Method of Developing Prospects 
from Home Office 





Che Equitable Life of lowa is plan- 
ning to inaugurate a home office lead 
svstem for the use of the agents in the 
field. Announcement of this was made 
at the annual convention of general 


tails of the plan which will be followed 
have not been completed, but some 
system similar to that in practice in 
seme other companies will be used. 
There will be a limitation to the num- 
Ler of names allowed each agent and 
each name will be required to be fol- 
lowed up personally. President Nollen, 
in announcing the plan, emphasized the 
importance of the agent following the 
circularizing. Several of the general 
agents who have used or seen used 
such circularizing method commented 
on the advisability of the new feature 
and it was heartily approved by all in 
attendance at the convention. 
In Use by Several Others 

Home office circularizing is now be- 
ing operated by several companies, 
including the Phoenix Mutual, Fidelity 
Mutual, Connecticut General, Guardian 
Life of New York and two or three 
others, and remarkable returns are 
said to be gained by all those taking 
advantage of the opportunity. Each 
company has its individual method 
of working the campaign, but the gen- 
eral idea is the same in all cases. While 
the Phoenix Mutual has a. strictly 
“mutual” plan and gives the service 
free to a certain limit, the limit having 
been figured as the amount an agent 
can handle each week, other companies 
operate on a fifty-fifty plan, charging 
the agent a certain sum which repre- 
sents part of the cost, and still other 
offices charge the agent with all of the 
actual cost of operation. Some use lists 
of 100 names and others use 200 names. 
Some circularize once and others have 
a follow-up of several letters. But in 
al! of the plans, the end is the same, 
that of securing prospects and the gen- 
eral idea is the same, that of using the 
home office as a more efficient means 
© accomplishing the end. 

Various Plans Used 


Che agent makes a list of 100 or 200 
select names, according to the limit 
allowable, and sends it to the home 
otice, which sends out the letter and 
circular matter. As soon as any re- 
plies are received, the agent is notified 
and he then has a “lead.” It is far more 
eficient than a personal mail campaign, 
according to those using the plan, for 
several reasons. The home office is in 
a position to make a careful selection 
of letter forms and circular matter, 
choosing only those which are known 
to bring results. It can keep records 
on all those used and is in a position 
to know iust which letters are suited to 


which territory and which will bring 
returns. As soon as one is seen to lose 
. drawing power, it can be dropped 
am a new one substituted. The agent 
vho at 


attempts to do the same thing 
through his own efforts has not the 


Same chance for accomplishing results. 
He cannot keep the same records to 
“Ter ‘ a selection. He has not a 
ird’s-¢ view of the field, covering 
f. ly his particular list of prospects. If 
my! 


nal any attempt to tabulate re- 


ulte ° 
: ilts, | ses much valuable time from 
eenation and makes the plan a loss 
Nstea, ~ . 
= h ad a profit. Combined effort, 
if ee . . 
— ice back of it, can work far 
etter individual endeavor. 
\dvantages of System | 
mL, also the difference in the 
tect : 41 . 
aia o e prospect. The letter which 
omes 














When Help Counts Most 


Not all the help in all the land, 
Not all the proffered pelf, 

Can help a fellow to succeed 
If he won’t help himself. 


But just the same, “a little helper now and 
then can benefit the best of men.” 


A little help by way of quick issuance of pol- 
icies—shooting ’em right back ready for delivery 
before the prospect gets cold—spells the differ- 
ence between success and failure many times. 


Close co-operation with the Home Office—an 
understanding which assists the Company in its 
acceptance of risk on nearly every application 
you send in—is a help to you which cannot be 
over-estimated. 


Help to agents is a hobby with The Lincoln 
National Life Insurance Company. Every assist- 
ance possible in getting the business and serving 
policyholders is eagerly extended. 


Because of the Lincoln Life ambition to help, 
it pays to 








The Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building, Fort Wayne, Indiana 
Now More Than $180,000,000 in Force 











rom the home office has far 
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M. E. O'BRIEN, Pres. “THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF PROGRESS: Insurance in Force 
December 31, 1911 . $1,729,970.00 
December 31, 1913 $4,051,150.00 


December 31, 1915 . . $7,199,500.00 
December 31, 1917 . . $11,750,811.00 


December 30, 1920 . $22,000,000.00 
July 31,1921 . $25,818,930.00 


A fine opportunity for live agents 
to associate with a rapidly pro- 
gressing company. 
















Supervisor for Michigan and Ohio 
Wanted By The 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


With the application for Position, give References and state previous life insurance 
experience. Address 


‘ S. W. GOSS, Vice-President 
The Rookery, Chicago 
















George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


ERNEST C. MILAIR, Vice President and Secretary 




















The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J. H. Leffler, Acting President John W. Dragoo, Harry H. Orr, General Counsel 
MU SINDIANA 








A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 





For Natural Death - - $10,000.00 For Accidental Death - - - $20,000.00 
For Total and Permanent Disability, a monthly income to the Insured of - - - 200. 

For Major Surgical Operations (Maximum) - - - - - - 200.00 
For Loss of Right Arm above Elbow or Loss of Either above the Knee - - 2,500.00 
For Loss of Right Arm below Elbow or Left Arm above w - - - - 1,500.00 
For Loss of Either Leg below the Knee - - - - 1,250.00 


For Loss of Left Arm below Elbow or Loss Entire ‘Sight ‘Either Eye - - - 1,000.00 
NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 
















more effect, carries more weight than 
the agent’s letter. The average man 
will give the home office letter more 
attention than that from an individual 
and feels somewhat honored in having 
been selected for the mailing list of a 
big company. Also, he has no feeling of 
“nearness” in respect to the company 
office and probably is more willing to 
communicate at long distance. In spite 
of the fact that every man knows that 
the answering of a circular letter means 
a call in the majority of cases, the aver- 
age man does not seem to believe that 
an out-of-town letter will necessitate the 
same result. He is interested and 
writes for additional information—and 
he gets it from the agent. The answer 
indicates interest and thus the agent 
is greatly helped in knowing that he 
is not talking to a “cold” prospect. 


Eliminates “Cold Canvass” 


The lead thus gained means the end 
of the “cold canvass.” With a consistent 
campaign of this sort, the agent can 
keep his calling list full of names 
gained from the home office and always 
has an introduction to the prospect. It 
makes the work much easier and elim- 
inates the unnecessary tramping from 
office to office with the continuous dis- 
interest met. The man who has an- 
swered the letter is ready to talk insur- 
ance and makes the kind of prospect 
every agent is always looking for. The 
agents of the companies mentioned are 
using the plan to the limit in many 
cases. Some are depending on the plan 
for all their work, finding sufficient 
prospects to keep them busy. After the 
original lead is conquered, there is the 
army of his relatives and friends which 
the agent always calls on. And after 
one list of leads is used, there are still 
more available. The results are so en- 
couraging that the agents are more and 
more using the home office as a source 
of business and one office estimates that 
80 percent of its business is gained 
through the original efforts of the home 
office. 


Excellent Returns Shown 


The percentage return on the lists is 
different with each letter, district and 
company. There is no definite rate of 
return, some having as low as 3 per- 
cent, while others have experienced a 
return of as high as 50 percent. The list 
as sent in by the agent determines to a 
marked extent what answers will be re- 
ceived and the letter sent out accom- 
plishes the rest. There is only one gen- 
eral conclusion, that the rural districts 
have a higher percentage of answers 
than metropolitan sections. The farmer 
usually takes more time for the con- 
sideration of any mail he receives and 
also is more inclined to send inquiry 
into the office for any matter suggested. 
It is also said to be generally true that 
the rural districts give higher returns 
in a cold canvass, so that a better rec- 


ord in the mail campaign would be ex- 
pected. However, the agents and 
managers using the home office plan 
vouch for the efficiency and value of 


the plan under all circumstances and 
use it continually in their work. 








Dr. J. B. Mason, who was formerly 
associate medical director of the Ilinols 
Life, has been appointed medical referee 


for the Chicago branch office of the 

. ~ 4 ee 
American Life Reinsurance of Dallas 
Tex. 














BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 


SEE THE NEW LOW RATES 66 BROADWAY 
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THOMAS F. DALY DEAD 
CAPITOL LIFE’S PRESIDENT 


Was a Well Known Figure in the 
Insurance Business in Rocky 
Mountain Territory 


Thorhas F. Daly of Denver, Colo., 
president of the Capitol Life of that 
city, head of the Thomas F. Daly 
Agency Company and general agent of 
the London Guarantee & Accident for 
six or seven states in the Rocky Moun- 
tain field, died suddenly at his home 
last Saturday morning. Mr. Daly was 
stricken with heart failure, Friday 
night and lasted a few hours thereafter. 
He had been in delicate health since last 
March. At that time Mr. Daly was 
in Oklahoma City on business with the 
Oklahoma insurance department. He 
had a sudden attack and was in a hos- 
pital there for several weeks. He was 
supposed to have hardening of the 
arteries, which was the primary cause 
of his affliction. Then he went to Gal- 
veston, Tex., and was there for some 
time, finally going to LaJolla, Cal. 


Returned to Denver 


He returned to Denver the middle of 
July, but had been unable to give much 
attention to business. His son, Clar- 





THOMAS 


F. DALY 


ence J. Daly, who was his main lieu- 
tenant in his business enterprises, was 
at his father’s home at the time of his 
death. The son had been looking after 
all the Daly enterprises since Thomas 
F. Daly had been unable to be at his 
office. 

Mr. Daly was one of the most promi- 
nent insurance men in his section. He 
had an unusual experience because he 
was well versed in life, fire and casualty 
imsurance. In the life insurance world 
he was a familiar figure. He organ- 
ized the Capitol Life and had been its 
president ever since. 


Lived at Leadville 
Years ago he resided at Leadville, 
Colo, He was the agent of the New 
York Life there and in 1890 in a six 


weeks’ contest he won a victory against 
~ en ntire field in production. Later on 
te located at Denver and become = 


eral agent of the United States Life 

€ made much money out of the life 
business. He was one of the early 
agents of the London Guarantee, being 
its local representative at Leadville. 
When he went to Denver, he became 
general agent for a number of states. 
agency company is general agent 
for the United Firemens, a fire com- 
Pany owned by the London Guarantee, 
in Colorado, W yoming and New Mex- 


is 





ico. He also carried on a local fire 


and casualty insurance business in | 
Denver. 
Mr. Daly was, therefore, the head | 


of a number of enterprises and was a 
hard worker. He confined himself very 
closely to his desk, had no hobbies and 
took but little recreation. He was one 
of the founders of the National Associa- 
tion of Casualty & Surety Agents and 
took an active 
tions. In fact, if one named a dozen 
of the big casualty general agents of 
the country, he would have to include 
Mr. Daly. He organized the Capitol 
Life in a few days without any promo- 
tion expense. Mr. Daly was 64 years 
of age and had been a resident of 
Colorado for some 40 years. He went 
to the state in 1881 from Lake Superior, 
then locating in Leadville. He took an 
active part in politics and was the first 
president of the Denver Democratic 
Club. In addition to his son who will 
undoubtedly succeed to him in the in- 
surance business, he has two married 
daughters, one residing in New York 
City, and she other, Mrs. John F. Com- 





interest in its delibera- | 


| pion, living in Denver. United States 


Manager Fred W. Lawson of the 

| London Guarantee & Accident at Chi- 
cago represented the company at the 
funeral. 


West Coast Life Convention 


The’ fifth annual Century Club con- 
vention of the West Coast Life will be 
held in San Francisco, Sept. 1-3. The 
| program calls for a welcome to the 
field force by President Gen. John A. 


Koster. A “Rub-it-in” luncheon will be 
one of the features of the meeting. The 
California agency force will be the 
guests of the other members, having 


produced the larger volume of business 
during May and June, which were desig- 
nated as “Koster Kampaign” 
The Californians will enjoy a 
course dinner, while the losers will try 
to appease their hunger on bread and 
water. The members will be the guests 
of the California Development Associa- 
tion at a special “Insurance Day” 
luncheon on Thursday, the ist. 


LIFE 


months. | 
regular | 





AMERICAN 
CENTRAL 


INDIANAPOLIS, IND. 


Established 


PRESIDENT 





1899 


The annual banquet will be held at 
the San Francisco Commercial Club’s 
elaborate dining rooms on the evening 
of the 2nd, when George H. Eberhard 


of the -¥Evans-Bamhill Advertising 
Agency and Dr. James H. N. Williams 
will speak. Vice-President Chas. W 


Helser will address the final meeting on 
“Giving and Getting.” 


Discover Fraud 
CHATTANOOGA, TENN., Aug. 30. 
—Butler Lewis Burke was arrested last 
Wednesday night on a charge of fraudu- 
lent breach of trust; the warrants were 


sworn to by Commodore A. L. Key, 
Vice-President & General Manager of 
the Volunteer State Life, and Capt. 
Chas. A. Lyerly, President of the First 
National Bank. 

Burke was the head of Burke & Co., 


investment brokers of Chattanooga, and 
the warrants charge that he hypothe- 
cated $15,000 in bonds belonging to the 
insurance company, and $16,000 more 
belonging to the bank, 








Insurance Co. 


HERBERT M. WOOLLEN 
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Hotel La Salle has won this —& 
title with an experienced and ff 
critical public because of its fy 

happy blend of old and fF 





* 





















new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE oa NOW HAS MORE — $76,000,000 


The Minnesota Mutual Life Insurance Co. 


INSURANCE IN FOR 


ST. PAUL, MINNESOTA 





















Southland Life Insurance Co. 


| DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 
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CHANGES BY JOHN HANCOCK 
William S. Collins Beronies Superin- 
tendent at Pittsfield, Mass., 
Succeeding the Late J. C. 
Redfearn 





William S. Collins, superintendent of 
the John Hancock Mutual Life at 
Pittsfield, Mass., appointed 
superintendent at Haverhill, Mass., to 
succeed the late James C. Redfearn, 
who died July 30. Mr. Redfearn was 
one of the company’s 
tendents. Following the transfer of 
Mr. Collins, it has been decided to set 
off the North Adams section of the 
territory as an independefft agency. 
The John Hancock will hereafter have 
two agencies in that part of the state. 
For the superintendency at Pittsfield, 
the company has selected Assistant 
Superintendent D. J. MacQuarrie at 
Haverhill. For superintendency at 
North Adams it has selected Assistant 
Superintendent T. M. Moran at Boston. 

John P. Frederick has been promoted 
from agent to assistant superintendent 
in Pittsburg No. 3. D. Frank Audrun 
has received an assistancy at Spring- 
field, Mass., and Harry J. Pfiester at 
Quincy. Carl W. Hansen, an agent at 
Long Island City has been made 
sistant at Elizabeth, N. J. 
Cowan assistant there, 
ferred from Lynn, Mass., 


has been 


oldest superin- 


to Cleveland 


No. 1. Wiliam J. Marren an assistant | 
of New York No. 5, is transferred to | 
Pittsfield, Mass. Other changes are as 
follows: 

GEORGE E. WLLLIAMS, from as- 
sistant superintendent to the position 
of clerk at East St. Louis (Granite City 
Detached). ROBERT A. KENNEDY, 
from application inspector to assistant 


superintendent at Lowell. WILLIAM 
E. DROHAN, from clerk at Spring- 
field to cashier at Cohoes. ROBERT 
B. WITHAM, inspector from general 
transfer agency to investigation divi- 
sion (H. O.). LEO F. SAUNDERS, 
from application inspector at Roxbury 
to inspector, general transfer agency 
(H. O.). LOUIS RUGGIERIO, JR., 
from application inspector to assistant 
superintendent at Pittsburgh No. 2. 
LUCY M. HOLLERAN, from assist- 
ant cashier at Pittsfield to cashier at 
North Adams. 






















The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


HEN you begin to figure up your earn- 

ings and recall the several reasons for 

failures during the past year, you then more 

than any other time keenly realize the im- 

portance of a helpful constructive home 

office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 


arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


We would like to hear from several 
good men for important field positions 


Insurance Compan 
LOUISVILLE, saaec 


This coupled with good 


as- | 
Frank J. | 


has been trans- | 





| offices : 
| Northwestern Mutual, against which the 





Opens Industrial Department 


The National Life & Accident of 
Nashville, Tenn., will open an industrial 
life department this month. It began 
writing ordinary business last year. 





Prudential News 


An outstanding feature of the work of 
Agent Boswell of the Columbus, Ind., 
district of the Prudential is his efficiency 
in handling the arrears and advance 
payments on his account. He has made 
a truly remarkable record. 

Recognition came to Assistant A. W. 
Kohlsteadt of Indianapolis No. 2 in the 
shape of promotion to a superintendency 
at Lexington, Ky. 

Agent Santi Caminita of St. Louis No. 
4 can be depended upon to make com- 
mendable headway in the writing of 
industrial and ordinary. The showing 
this year is a credit to the business 
methods which he has followed week by 
week in keeping his agency in a flour- 
ishing condition. 

Agent Russell L. Dumas of Springfield, 
Ill., has been making fine progress in 
connection with various details of his 
agency work. In view of this, he has 
been advanced to the position of assist- 
ant superintendent. 

Agent Joseph P. Edwards of Spring- 
field, lll., has the honor of leading the 
agency staff of Division “L” in the in- 
dustrial department. His progress has 
been steady and persistent and he is 
striving to be a leader this year in the 
production of business. 


Sustain Northwestern Mutual Tax 

The Milwaukee board of review, the 
tax department of the city, has sustained 
the valuation of $3,100,000 on the home 
building and grounds of the 


company protested. The land is valued 
at $350,000 by the board, and the build- 
ing at $2,750,000. In the contest over 
the assessment at $600,000 on land and 
building of the former home office, the 


on the land but reduced ‘the assessment 
on the building from $350,000 to $250,- 


000. There are reports that the North- 
western Mutual will contest the de- 
cision. 


Superintendent Phillips of New York 
has denied the application of Alfred A. 
Blaustein, 2001 Morris avenue, the Bronx, 
for a broker's license. The Life Under- 
writers Association of New York brought 
the matter to the attention of the de- 
partment charging Mr. Blaustein with 
rebating a life insurance premium, while 
a member of the Julius Bohm agency of 
the Travelers in New York city. 








Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
F. L. CONKLIN, 








H. H. STEELE, 
Presi 


t Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 
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ACTUARIES 








pew F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3348 
CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








—_—— J. HAIGHT 
commree 
810-818 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 








ro C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








1 # J. McCOMB 


COUNSELOR AT LAW 
CONSULTING | 4 
ums, Surrender V. 
ete., ations and 
waations Policies and se Life 


surance Farms Prepared. w of 
Cokord Big Gi 
. KLAHOMA CITY 








J H. NITCHIE 
. ACTUARY' 


ag Assocjption Bldg. 10S. LaSalle St. 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttine Actuary 
402-404 Kraft Buildin, 


Pee Semutne Meruany 
Tel. Walnat 3761 DES MOI 


IOWA 








OHN E. HIGDON ) Actuaries & Examiners 
OHN C. HIGDON (gives Bele 
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NEWS OF LIFE I POLICIES - | 
| 
| 





Say | Policies, Promiun Premium Rates, Dividends, Sanne 
Values and all Aad in Policy Literatures, Rate 
—_— sete. lementing the “Unique Manual- 
o lioh annually in May at $3.50 and the 
wile Gem,” published annually in May at $2.00 

















COLUMBUS MUTUAL’S POLICIES 





Rates on the New Perfected Endow- 
ment Contracts That the Company 
Is Now Issuing 





The Columbus Mutual Life is now 
issuing the 
cies” which use the ordinary life policy 
as a basis. The extra premium is used | 
to purchase full paid endowment accu- | 
mulations. lf death occurs. these | 
accumulations are paid in addition to 


the face of the policy. The premiums 


| without additional benefits are: 


Ordinary Life Ordinary Life 


Endowment atage Full-paid at age 

Agt 70 65 60 70 65 60 
- 20.59 $21.96 $23.84 $18.08 $18.45 $18.95 | 
21.02 22.45 24. 43 «18. i4 18.83 19.37 





t 35.99 40.22 46.92 30.84 32.44 34.97 
: .37.35 41.90 49.19 31.97 33.72 36.53 
be 38.80 43.71 51.68 33.17 35.10 38.24 
3% 40.35 45.67 54.41 34.46 36.60 40,11 
+0 42.02 47.77 : 35.84 38.20 wey 

me-- 

41 43.80 50.07 37.3 39.96 | 
é2. 45.72 52.56 38.92 41.84 
4% 47.80 55.28 40.65 43.92 
14 50.03 58.28 42.51 46.18 
45 92.44 44.51 ee 
4 55.07 46.68 
4 57.92 49.04 
48 61.02 51.61 
i 65.42 54.42 

James R, Graham and Miss Louise 


married in Farmville, Va. 
who was connected with 
England Mutual Life in Rich- 
special representative the 


plans to do 
Presbyterian 


for China, where he 
work under the 











JOHN Py MUNN «M.D | 

(PRESIDENT) 
CLARENCE H. KELSEY 
Pre. Tithe Gueranin ond Trust Co. 


WILLIAM H. PORTER 
tt 


EDWARD TOWNSEND 
Pre. leperters & Traders Nat. Bank, 

















* ‘wood men, | whether experienced in life 
insu rance or not;may.o “make direct con- 
crac “with | “this company, for a limited ter- 

tess Se irayears commission, 





tures eae the or ee at its 
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“Perfect Endowment Siey | 


‘* The Company of Co-operation”’ 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «- si«. IOWA 


—_—_— 


TERRITORY—IOWA SOUTH DAKOTA 








Business is Good with the Bankers Lite 


New business for the first six months of 
1921 shows a total of 


$'70,000,000 


as compared with 


$56,000,000 


for the first six months of 1920 


BANKERS LIFE COMPANY 


Des Moines 
Geo. Kuhns, President 








Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Pelicyholders and Agents 











in Business Since 1862 





LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


Insures all ted lives, issuing policies on the ordinary, intermediate and 
industrial plan at ¥ ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves ating otection against all emergencies. Information and 

Advice on any matter oaiatie to ie iesesemet ie Available at any time through the 
Agenctes or Home Office of this Company. 




















THE NATIONAL UNDERWRITER 
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Another Innovation 


The Columbus Mutual Life announces another innovation. 
It’s the Perfected Endowment policy, designed to increase the 
benefits of endowment insurance—to give the policyholder a 
Squarer Deal. Under long prevailing methods of all insurance 
companies the endowment policyholder received no benefit for 
paying a higher premium if he died before the endowment date. 
Note this comparison: 











A, age 40, took out two $10,000 policies: (1) Ordinary Life; 
(2) Endowment at age 65. He died in twenty years. Policy 
No. 1 had cost him about $4600.00; No. 2 about $6,500.00; 
difference in cost about $1,900.00. Despite this difference, his 
family received no more money on the second policy than on 
the first. It was $10,000 in each instance. 


Under the Columbus Mutual’s new Perfected Endowment 
plan, the family would have received $14,530.00 on Policy No. 2; 


cash surrender and other settlement options also would have been 
on a higher basis than under the long prevailing endowment system. 

















Here’s another example of the Columbus Mutual’s Golden 
Rule methods. They all mean money to the policyholder. The 
Perfected Endowment should be easier to sell than any policy 
yet devised. The Perfected feature will apply to endowments 
maturing at ages 60, 65 and 70 and to policies fully paid at these 
ages. 









Full information will be sent to any agent writing his name 
and address on the margin of this advertisement and sending to 
the company’s office at Columbus, Ohio. 







President Stahl on | 
Farm Conditions | 


P RESIDENT JOHN M. STAHL of 














the Farmers National Life of Chi- 

cago finds that business in the agri- 
cultural districts can be written even 
if the conditions are somewhat dis- 
couraging. President Stahl said that in 
the regions throughout the west which 
grow oats, the crop this year was a 
great disappointment. The yield was 
less than one-third of normal and the 
grain is very light. Farmers that de- 
pend on oats, therefore, to see them 


through are in an unfavorable situation. | 


However, the prospects of corn is very 
good and a bumper crop is assured un- 
less there is a killing frost early in 
September. President Stahl says that 
when the farmer can realize on his cora 
crops next winter he will not only be in 
a much better financial condition, but 
will be in a more favorable state of 
mind. 

So far this year the Farmers National 


F. H. Meese and F. W. Smith 


Frank H. Meese, president of the 
Toledo Life Underwriters’ Association 
and former superintendent of the To- 
ledo district of the Prudential, has 
formed a partnership with Fred W. 
Smith, general agent of the Continental 
Assurance of Chicago, under the firm 
name of Smith & Meese. They have 
been assigned the northern Ohio district 
for the Continental, having 26 counties 
in their territory. Mr. Meese has been 
in charge of the Toledo office of the 
Prudential for five years, having been 
sent to Toledo from Cleveland. He was 
connected with the Prudential for 18 
years. Mr. Smith has been in charge 
| of the Continental for eight years. 





Best’s Life Report 


The Alfred M. Best Company, 75 
Fulton street, New York, has issued 
Best’s Life Insurance Report for 1921, 
This is a standard reference book and 
is regarded as the Bradstreet and Dun 
of life insurance. It gives full reports of 
all life insurance companies. Altogether 
there are 747 life insurance institutions 
that are treated in this publication. The 


has written more business than during : - : 
the corresponding period of 1920. The price of a single copy is $10. 
company has more than_ $21,000,000 of _—— 


life insurance in force. President Stahl 0, 8, Cutlip of Clarksburg, W. Va., has 





Ss iderable amount of busi- | been appointed assistant state manager 
_— a _— ide — _ h e . , | of the Pacific Mutual Life in West Vir- 
ness is being revived in the company | ginia. Theodore Hundley of Huntington, 


that he thought was absolutely lost. W. Va., is the state manager. 

















CONSERVATION OF BUSINESS 









thus standardizing and conserving ness, preventing 
the policyholders satisfied, and at practically no expense to the Companies. 






Our references cover eighteen years of satisf: 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 









We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
c the busi: 3 the i lapses, and keeping 


‘actory service, and we respectfully solicit your patronage. 


The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 




















The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State— Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 
Home Offices, Wichita, Kansas 



















An Exclusive Life Reinsurance Company 


THE REINSURANCE LIFE GOMPANY 


OF AMERICA 
DES MOINES, Iowa. 





Prompt Service Full Coverage 
Attractive Contracts 


H. B. HAWLEY, President F. D. Harsh, Secretary 
























The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
INothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 


Confidence - Ability - Service 








More Than 1°4 Million Policies Now in Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 





Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
Assets $ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, IIlinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 





Organized February 23, 1888 
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Capital, $200,000.00 


A company born in the West Originators of the 2 
built for western people, ‘Multiple Option”’ Policy, 
by western men. a three-in-one contract. 


A good policy for the 
GOOD AGENTS WANTED 


live wire. 










Progressive In Its Ideas 
Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








The Guardian Life Insurance Company 
of America 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest year in the Company’s history. 


New Insurance paid for .............-+-+++:: $ 46,490,818 
EE SS ERT ETP 228,620,496 
Increase in Insurance in Force .............-- 28,392,951 
BI ete oa a aun a eawaseetekemntias 60,720,151 
i itn ean cab e ecareh 55,695,923 
Surplus and Dividend Fund................-. 5,024,228 


The past year was notable for further development of the Guardian’s compre- 
hensive plan of agency co-operation. 


For information regarding the opportunities available in the agency organization 
of this Company to men who can measure up to them, address 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 








Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $58,000 ,000.00 





JAMES A. McVOY 
Vice-President and General Manager 











COMPLETE PROGRAM FOR 
CLEVELAND CONVENTION 


(CONTINUED FROM PAGE 2) 
4:20—Receiving Report of Nominating 
Committee. 
4:30—Adjourn. 
Tuesday Evening 
Annual Banquet 
7 P. M—Rainbow Room—Hotel Winton 
Speakers: 

President Orville Thorp, Toastmaster. 

Harry F. A. Atwood—*“The Constitu- 
| tion the Best Life Insurance Policy Ever 
| Written.’ 
| Will H. Hays, Postmoster General. 
SEPTEMBER 7 
| Wednesday Morning Session— 
| 
| 
| 
' 
] 





9:40 to 12:30 

SECTIONAL MEETINGS 

(a) Industrial Insurance Section 
Rainbow Room, Hotel Winton 
9:40—Singing. 
9:45—Opened by J. Voshell. 
10:15—Led by Harry D. Wright. 

Topics to be Discussed: 

Value of Program Solicitation 
vs. Straight Canvassing. 

Best Methods to Conserve Ex- 
isting Business, 

How Does Ordinary Help In- 
dustrial, and How Does In- 
dustrial Help Ordinary. 

12:30—Adjourn. 
(b) General Agents and Managerial 


9:40—Singing. 
9:45—Winslow Russell Presiding: 
Section 








(1) The Methods of Selecting | 
and Training of Agents | 


| Ball Room, Hotel Winton 
| 
| 
| 
| 


Used in Our Agency 

(2) Discussion of Selecting 
Agents Led by O. M 
Thurman, 


Kohn, 
(4) How I Conduct Weekly, 
Bi-Weekly or Monthly 
Meetings of Agents and 
Topics Discussed. Led 
by William M. Duff. 
12:30—Adjourn. 
(c) Insurance in Rural Communities 
Section 
Lattice Room, Hotel Statler 
9:40—Singing. 
9:45—Opened by A. O. Eliason. 
Led by J. Walker Godwin 
12:30—Adjourn. 
(dad) 9:20—Reunion of Graduates of Car- 
negie, Denver and other 
Schools of Life Insurance 
Salesmanship. 
Parlor J, Hotel Winton. 
9:20to 9:35—Social Period—Greetings 
and Introductions 
9:35 to 10:30—Remarks by Professor 
Cc. J. Rockwell, a rep- 


A. Stevenson. 
10:30 to 11:30—Responses and sales ex- 


resentative from the 
faculty of Denver Uni- 


or led by George H 
Doggett. 

11:30 to 12:30—Meeting Life Insurance 
Alumni Associations of 
Carnegie Tech. and 
other schools. 

12:30— Adjourn. 


Wednesday Afternoon Session— 
2:00 to 4:30 





:00—Sing. 
:05—Business Insurance 
Opened by Leonard Spaulding. 
2:30—Led by Dwight W. Mead. 
Cases for Discussion: 

In the following cases what life in- 
surance solution woulld you offer? 

(1) Mr.Gibson, aged 38, and Mr 
Thomas, aged 34, have bought a small 
business building and gone into the 
furniture business. 

They have placed a mortgage of $5,000 
on their building, and have invested 
about $10,000 in stock and fixtures. The 
net income from the business is $6,000. 

They have not made definite provision 
for the retirement of the mortgage on 
their property. 

The mortgage is renewable and may 
run indefinitely. 

What program of life insurance would 
you suggest? 


bo bo 


7. + 
(2) The Brown Manufacturing Com- 
pany, a corporation capitalized at $500,- 
000 considers taking corporation life 








(3) Discussion of Training 


periences by alumni of | 


| 


| 


Agents. Led by H. H. | 


| 
| 


versity, and Dr. John 


the schools. Directed | 








“All that its 
name implies” 


The 


Agency Contract 


Write for particulars. 


Nat hvnalge 
neurance pany’ 


Heme Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 

‘ 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Seuthern Ohie and Northern Kentucky 
Reoms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 








HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohfe 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohie, Illtmeis and Kentucky 











Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in lowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 
Burlington, lowa 














THE NATIONAL UNDERWRITER 




























The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 






















. I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me —right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 


3401 Michigan Ave. CHICAGO, ILL. 


























Indianapolis Life Insurance Company 


Managerships open in 
SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN 
Write to 
Home Office, Indianapolis, Ind. 
Operates in Indiana, Illinois, Michigan and Texas 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT s*° MONTHLY INCOME INSURANCE. 


Openings OHIO, IND., KY.. MICH. and W.VA Write Columbus 






















1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 















BORET OF OUR We have a contract for under which 
One Gyogss's Seennte <illiteateeh ails tersuur ualiditbes 
A REAL PROPOSITION FOR A REAL MAN 
FEDERAL CASUALTY COMPANY, fianean 
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insurance on its president, John Brown, 
jin order to create a sinking fund for 
the retirement of a $100,000 bond issue. 

Mr. Brown is 45 years old. 

(a) What plan of insurance will serve 
their purpose best? 

(b3 How will such insurance affect 
excess profits tax? 

(3) Mr. Jones, inventor, aged 42, has 
perfected an improvement in tho manu- 
facture of Automobile tires. His inven- 
tion has been thoroughly tested and 
proved to be good. 

Has organized a company, capitalized 
at $10,000, to manufacture and sell his 
product. Has not disposed of enough 
stock to properly finance the proposition. 
The success of the enterprise depends 


, almost entirely upon Mr. Jones. 


How would life insurance assist in 
financing the company? 

(4) Three young men aged 27, 29 and 
32 respectively start a grocery business 
with a capital in gash or bank credit of 
$5,000, and wholesaler’s credit of $10,000. 

The one, age 29, manages the business. 

The other two supplied most of the 
capital. 

How much insurance should. they 
carry? What policy should they use? 
(Should it be joint or individual?) 

7 . . 

(5) Manufacturing business with $50,- 
000 capital making $20,000 a year net 
profit. 

Has an executive, age 38, drawing a 
salary of $10,000. 

Executive holds one-third of the capi- 
tal stock, and is believed by the trade 
to be the only main spring in the busi- 
ness. 

How much insurance should he carry? 

What policy should be used? 

To whom should policy be payable and 
how would its payment affect the firm's 
income taxes? 

Should the cash value of the policy 
be carried on the books? 

> . . 

(6) A concern, hapital of $50,00 is 
largely owned by its founder and pro- 
moter, aged 48. 

Certain shares of stock have been 
given to certain associates with the idea 
of interesting them permanently in the 
business and leaving them a larger 
amount in case of the principal owner's 
death. It is, however, not desired to 
have this stock go to the estates of 
the junior members in case of their prior 
death. In such cases it is desired that 
the stock be returned to the company 
and given to some other member. 

What insurance program is suggested? 

On whose life should the insurance be 
carried? 

Who should the beneficiaries be? 

Who should pay the premiums. 

> 7 . 


(7) Man, aged 38; wife, aged 36; 2 
children. In butcher business with 
brother-in-law. 

Brother-in-law, aged 34; wife, aged 32; 
1 child. 

The income from the business is $4,- 
000 a year. 

The older man carries a $3,000 policy 
payable to his wife. 

Brother-in-law carries $5,000 policy 
payable to his wife. 

They are not incorporated, neither are 
there any articles of partnership. They 
just do business, divide the profits and 
keep rough books. Neither of them has 
made of will. 

Qlder partner has put $2,000 in busi- 
ness (about all that has been put in.) 
They owe the bank about $3,000 and 
have about that amount in outstanding 
bills. 

What insurance program would you 
suggest? How much should each part- 
ner.increase his present program? 

7 7 7 


(8) The Ward Tool Company—capital 
$100,000, $50,000 common and _ $50,000 
preferred— wish to establish a sinking 
fund for the retirement of the pre- 
ferred stock within 20 years. Mr. Ward 
is president and general manager and 
the important man to the concern as to 
ability and finance; forty years of age. 
Upon the retirement of the preferred 
stock, the majority of which is now 
owned by Mr. Ward, the holders of the 
common stock—his younger associates— 
will then own the business. 

What life insurance program will help 
accomplish this and, at the same time, 
help the credit of the concern? And how 
would the excess profits tax affect this? 

> > o 


(9) Mr. Brown, a fairly successful 
merchant, 40 years old, has invested all 
his savings and borrowed $25,000 to pur- 
chase a larger business. He believes and 
his banker believes that the venture 
will be successful if he lives. 
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His means are such that he canno 
afford to buy permanent life insurance 
to protect his indebtedness, but he feels 
that he must have some insurance pro- 
tection. 

Believes that he may be able to re- 
tire his indebtedness within ten years, 
but in order to be prepared for emer- 
gencies, wants to contract for the in- 
surance for a longer period. 

What insurance program is suggested? 
3:20—Credit and Bequest Insurance 
Opened by John R. McFee. 

Led by A. C. Larson. 
Cases for Discussion: 

(1) A man has $10,000 of good bonds 
and $10,000 of life insurance on which 
he is paying premiums. He has con- 
siderable income and desires to le: 
$10,000 to a hospital. 

Should he leave the life insurance 
the bonds, and why? 

> . > 

(2) Mr. Frank, a very wealthy m: 
facturer, is interested in a number of 
institutions, including the college from 
which he graduated, several hospitals 
and a number of charitable institutions 
Has donated heavily to the support of 
these institutions and desires that they 
shalll all share in his estate at his deat} 

(a) What service can life insurance 

render him? 

(b) What effect will an insura 

program have? 

1. On his income tax? 

2. On his inheritance taxes? 
> > > 

(3) Mr. Billington—a young man of 
29—just started a small manufacturing 
business employing a few hands. He is 
largely the motive power of the entire 


3:40 





business—doing the manufacturing and 
most of the selling of a small specialty 
The business is increasing and is 


profitable, but requires larger capital 
than Mr. Billington has, and therefore 
considering his means, is a heavy bor- 
rower at the bank, discounting the notes 
of small merchants scattered over a wide 
territory—about whom the bank knows 
comparatively little. These notes are 
frequently renewed on rather small pay- 
ments, and in case of Mr. Billington’s 
death the burden of renewing and col- 
lecting these notes would largely fall 
upon the bank. 

What insurance program would help? 

. = = 


(4) Class of 1921 of the Princeton 
University wishes to provide for class 
funds for their twentieth reunion. 

Can insurance help, and how? 

> . . 


(5) Mr. Davis—38 years of age—is 
quite well-to-do, and the support of his 
mother, aged 75, two sisters, aged 45 and 
42, and the orphan child of a deceased 
brother largely falls upon him, which 
provokes jealousy of his wife's family 
who feel that this burden is unduly re- 
stricting his own wife’s support. 

In case of his death, while he feels 
under the necessity of making provision 
for these relations, he very strongly 
fears that a will contest would follow if 
any provision were made for them, or at 
least provoke further ill-feeling between 
the families. Further, such bequests 
would be subject to colalteral inheritance 
taxes in the state of Pennsylvania, in 
which he lives, of 10 percent—in addi- 
tion to other federal inheritance taxes 
Provision for these bequests would re- 
quire possible sacrifice and affect the 
soundness of his business and any loss 
fall upon his wife, and further compli- 
cate strained relations. 

What program is suggested? 

> . . 


(6) The Durbin-Mellon Hosiery Com- 
pany has been in business for 35 years 

W. J. Durbin, aged 48, is president, 
and A. W. Mellon, aged 42, is vice- 
president. 

They contemplate some additions t 
their mill involving about $50,000. The 
bank is willing to extend the individual 
officers credit but is somewhat concerned 
about their living to complete the con- 
tract. 

How can you serve them? 

> . . 

(7) The Dauphin Hotel is under the 
process of construction. It has been 
found necessary to exceed the estimated 
cost of construction by $200,000. The 
owners have practically exhausted thelr 
credit in the original construction, but 
the local bank may be willing to loan 
them the additional amount in considera- 
tion of the ability of James Thorne 
(aged 45), the proposed manager. The 
success of the hotel is practically 4e- 
pendent upon this man. 

How can you help them secure 
extra credit? 


this 


. . © 
(8) The Simm-Baum Department Store 
(CONTINUED ON PAGE 16) 
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Qualities Essential to the Success 
of the Life Insurance Salesman 


Are Outlined by Home Office Man 


BY GEORGE L. HUNT 


Superintendent of Agents, Guardian Life, New York 


HERE is no secret in the winning 
of success. It is not luck. Suc- 


cess is the result of hard work and | 


earnest endeavor. The man who pro- 


gresses from the $75,000 producer. to 
the $100,000 man, then jumps to the 
quarter million grade and keeps on 
climbing, always is the man who has 
become efficient. Our vocation is 
worthy of our best. These things we 
must have. 

Loyalty. 

Self-respect. 

Knowledge of the business. 


Confidence. 

Health. 

Initiative. 

Neatness of appearance. 
System. 


Loyalty Must Always 
Be Found in Abundance : 


Loyalty should permeate every fiber 
of a life man. I have placed self-respect 
second on my list, perhaps I should have 
placed it first—surely no man can be 
unloyal and _ still possess self-respect. 
one has said, “To thine ownself 
be true and it must follow, as the night 
the day, thou can’st not then be false 
to any man.” So live your life and con- 
duct your business as to win for your- 


Some 


self in the social and business world 
the high regard and esteem of your 
fellow men. Without knowledge of our 
protecting contracts there can be no real 
service. Without service there can be 
no true representation. Our guards 


would be completely down if there was 
misrepresentation, but there could be 
nothing else if you failed to school your- 
self in the practices of your company. 


Confidence Is Another 
Great Essential 


This brings me to my fourth point, 
which is confidence. Confidence first 
in one’s self—confidence in one’s ability 
to succeed—and confidence in our fel- 
lowmen. 

These are confidence qualities which 
we should always keep striving to de- 
velop and jealously guard. In doing 
this we cannot fail to develop in the 
minds of those whom we come in con- 
tact with a confidence which will make 
them feel happy in their allowing us to 


place the guarding contracts. Confi- 
dence. It is one of the greatest words 
in the salesman’s code. 

Some of you may ask why I have put 
health in such a conspicuous place. 
Stop a moment. Is it not the keen-eyed, 
bright and healthful man whom you en- 
JOy as a companion? It is, and it is the 
clear-eyed, healthy salesman that your 
Prospect wll be more pleased to do 
business with. Disease and dissipation 
dull the senses and befog the mind; 


loss of sleep, overindulgence in liquor, 
smoking to excess and even over- 
eating dim our perceptive powers and 
lessen our efficiency. 


Initiative and Imagination 
Will Count for Much 


Necessity is the mother of invention, 
but man would never have dreamed of 
the necessity if it had not been for 
imagination and even then he would 
never have started anything if it had not 
been for his initiative. The telephone, 
oe electric lights and the harnessing of 
he very elements are the fruits of im- 
agination and initiative. The life insur- 
ance agent who does not develop these 








qualities to the nth degree has as much 
chance of success as an elephant would 
have in swimming to shore if dropped 
in the middle of the Atlantic Ocean. 
Life insurance is bought to cover loss. 
You will place your contract—guard the 
insured not by reciting a mass of fig- 
ures, but how it protects the insured in 
comparative statements, but only by 
first’ using your initiative in searching 
out those who need protection, then by 
explaining to them through word pic- 
tures the wonderful roof of protection 
which a policy throws over not only 


those who may be left when death oc- 
curs, but ho wit protects the insured in 
life. It is a great part that initiative 


and imagination play in the life of a suc- 
cessful salesman. 


Neatness of Appearance 
Is of Great Importance 


Favorable attention is the first step to 
be taken in gaining the confidence which 
we aim to culminate in the placing of 
our insurance policy. Clothes do not 
make a man, but they often make the 
opportunity that makes the man. 

This does not mean that expensive 
or showy clothes are needed or advo- 
cated. The salesman who is conspicu- 
ously or overdressed is handicapped 
almost as badly as the one who is 


| shabby. But we must remember, as I | 
have said before, when in the field we 
are representing our company. We are 


to the minds of our prospects our com- 


pany. We do not wish to create the 
impression of a slipshod, careless agent, 
and this, therefore, is another pot 
which we must watch. 
System Cannot Be 

Overstressed of Agents 

The only difference between a rut and 
a grave is in its depth. No truer lines 


were ever spoken and the insurance man 
who is not constantly adding new pros 
pects and infusing his prospect file with 
new blood will soon find himself in a rut 
which will very likely be his grave. Be 
on the move, keep everlastingly at it 
and plug. It | is industry and application 
that makes millionaires out of ordinary 
men—here is a life insnurance standard 
follow the rules and plug: 


Outline of Standard 
for Production 


26 working days per month. 

6 interviews per day (not calls) 
interviews per month (not calls) 
divided by 2—78 tavorables. 

78 divided by 2—39 hopefuls 

39 divided by 2—19 probables. 


19 divided by 2— 9 sure. 
Average policy, $2,000. 
Results: 
$18,000 per month—average premium 
$35 per $1,000. 
Twelve months’ paid-for production, 


$216,000. 

Premiums, $7,560. 

Average commission, 42% 
12 months’ income, $3,213. 

Five percent renewals for nine years 
more—how near will you get to it? 


percent— 


a | 


ELEMENTS OF SUCCESS ANALYZED 


Some Deductions Are Drawn From the Experience of Farmer & Duran 


HE New York Life in analyzing 
"T success. and asking the question, 

What is it and why?” gives as an 
illustration of success the firm of 
Farmer & Duran, its general agents in 
Oklahoma. The company states both 
partners are young men in the prime of 
life and have built up a solid insurance 
business that returns an income equiva- 
lent to that from a big industrial plant 
or from a bank. The company speaks 
as follows: 

2 « 

Determined to discover the particular 
thing responsible for their success a 
careful analysis was made of their work, 
found that had 


but it was they just 
the same tools, the same information 
about the company, the same policy 


contracts to offer, the same arguments 
to be used in closing, in fact the same 
old tools were theirs all the way through 
that any other agent uses, with perhaps 


| 


la New 


list and get down to grips with him on 
York Life proposition. 
* * * 


These are two things in this program 
which make success certain. One is, 
the careful selection and weeding out 
of the prospects to be seen, each name 
being weighed at a time when there are 
no interruptions and the matter can get 
proper attention. Do not overlook, you 
who read these words, do not overlook 
the importance of this. There is advan- 
tage in selecting the right people to see, 


| and in going to those people at the right 


one exception and that one distinguish- | 


ing instrument was what they consider 
the secret of their continuous produc- 
tion. 

Each evening these men sit down 
quietly after the stress of the day is 
over, and most of the office have gone, 
for a quiet half hour. Sometimes Mr. 
Duran takes his thirty minutes after 
supper. But in that half hour their 
old prospect lists are gone over, policy- 
holders’ and prospects’ changes of age 
are reviewed, careful consideration is 
given to any items of news picked up 
during the day, and finally a list of from 
six to twelve, sometimes more, people 
to see the next day is jotted down on 
a memorandum specially prepared for 
that purpose. : 

Then bright and early next morning 
each of these master salesmen starts out 
determined to see every man on that 


| this plan. 


time, as when their ages change, or for 
some other good reason which occurs 
at that time. 

The second point is, your work is laid 
out for you when you start out in the 
morning, and the determination to see 
every man on that list and completé the 
work you planned the night before adds 
strength to your work throughout the 
day. If you are determined, if you are 
purposeful, if you know what you are 
doing, and what is to be done, it is sur- 
prising how difficulties melt away be- 
fore a man so equipped. 

Perhaps you are already following 
If so, congratulations! If 
not, the best piece of advice we can 
give is to revamp your program at once 
and try the scheme here outlined. 


Equitable of Iowa Promotions 


The Equitable of Iowa announces 
that R. C. McCankie has been appointed 
assistant actuary following his passage 
of the necessary examinations and ad- 


mission to the Actuarial Society of 
America. Stephen Swisher, Jr., has 
been named assistant secretary. 


Swisher has been in charge of the serv- 
ice department and has been editor of 
“Equiowa.” 


land so he 





Leading Producer 
of Illinois Life 
Gives Methods 


BOUT twenty miles out from 

Joliet, Ill., there is a stretch of 
road on which every farmer on either 
side of the road carries a policy with 
the Illinois Life and the policies are, 
vith a few exceptions, for $10,000 each. 
These exceptions are for $5,000 each. 


Chis stretch of road is in the midst of 
a district comprising two townships, in 


which James E. Wroughton has written 
two million dollars of business in two 
years. There is another township ad- 
joining, which Mr. Wroughton has en- 
tered, and in which he expects to make 
as clean a sweep as he has done in the 
two. 
Constant, Hard Work 

This achievement placed him at the 
head of the producers in the Illinois 
Life $100,000 Club, and gave him the 
privilege of presiding at its sessions at 
the recent meeting in Kansas City. In 
his addresses, Mr. Wroughton attrib- 
uted it “all to steady and persistent 
work,” 

Mr. Wroughton has a theory that an 


insurance man should be as faithful in 
filling up his full number of hours and 
each week as any other man in 
other business. He therefore goes 
Monday morning and stays on the 
until Saturday at noon. No condi- 
tion of weather is allowed to interfere 
with this regular program of working 
hours. He is thoroughly “sold” on the 
company’s slogan: “To sell policies, 
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Wife Most Important 


Mr. 


knows 


Wroughton 
his poli- 


In the second place, 
knows his business 
and the needs which they are 
designed to meet, and knows how to 
make these needs apparent to the pros- 
pect, and to show him hew the policy 
will the need. In the third place, 
he recognizes that the policy is written 
primarily for the benefit of the wife, 
insists upon “selling” her on 


Cies, 


cover 


the proposition. He will not present his 
proposition to the husband alone, but 
waits until he can go to the house, sit 


at a table, with the wife on one side and 
the husband on the other, and go over 
the arguments with the two together. 

Then he. first “sells” the wife. He 
shows her, by carefully thought out and 
tactfully put questions, what her prob- 
lems would be if her bread-winner 
should suddenly be cut off, and makes 
her realize the need if not the absolute 
necessity of ready cash in case of the 
husband’s death. Then he makes her 
see that by taking a very small part 
of the earnings of the farm, from year 
to year, the policy may be maintained 
and her interests provided for. If she 
has children, the necessity for their 
protection in their early life and their 
schooling in later years is stressed. Her 
own protection and the protection of 
the children usually decides the matter 
with her. 


Writes All Neighborhood 


To the husband he sometimes adds 
to the argument that it is his privilege 
t« provide this protection, the fact that 
aside from the protection provided, he 
is laying up for his own old age, if he 
fortunate as to live, a sum of 
money that he and his wife can enjoy 
without selling the farm or reducing 
the amount of his other property. Then 
he is prepared to answer any and all 
questions, and, knowing the family, to 
utilize the knowledge to press for a 
favorable decision. His trump card in 


is so 
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Improved Disability Provision 


a may be made as seon as disabilily eccurs—no probationary 
period. 

Payments begin immediately on approval of claim—ne proba- 
tionary period. 

a payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer te the needs 
of the insuring public. 


For terms to preducing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 














$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or iliness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 

AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 


terest you? If so write 


BUSINESS MEN’S ASSURANCE, COMPANY 
W. T. GRANT, Vice-President. NSAS CITY, MISSOURI 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








To The Man Who Is Willing—and WILL 
Ke cans wala Wo mr te 
Fer Pall hdtv. 

H. M. HARGROVE - President 
Beau nont, Temas 


these townships is his list of those who 
have bought policies, and the amount 
each one has bought. This is the win- 
ner which has made it possible to write 
“everybody down the road.” The fact 
that it is a good enough buy for all the 
neighborhood and that the man might 
appear to his neighbors as caring less 
for his wife and family than they did is 
the thing that turns the trick when all 
else fails. 

Mr. Wroughton’s specialty is Ten 
Thousand-Dollar Policies, and his field 
is almost entirely with the farmers. He 
writes the merchants in the small towns 
at which these farmers trade, as they 
are a part of the community in which 
he is working. His plan is to take 
everything clean, straight down the 
road. 

Prefers Straight Life 


The form of policy written is mostly 
straight life, as this, he argues, gives 
the largest protection for the money. 
If the prospect is in debt, he will write 
a “double,” which provides that the 
amount of the policy is double its face 
during the first five years. It is figured 
that the prospect will be able to clean 
up the debt in the five years and there 
will not be so great a need afterwards. 

When asked if he sold in any other 
place, Mr. Wroughton replied: “Why 
should I, when I have things coming 
my way there, and I have the influence 
oi the lists of names, which make nearly 
every man in the territory a sure pros- 
pect. If I changed, I would have to 
start all over again to work up the 
business, and I would lose the advan- 
tage of following up one sale with an- 
other in the same territory from day to 
day. You see, the folks down the road 
know I am coming, and they know that 


the neighbors up the road have already | 


bought their policies, and that they ex- 
pect them to do so, also, just so soon as 
I can reach them. The policy is largely 
sold before I get there.” 


J. Balch Moore is now with the Lin- 
coln National Life at Dallas, Tex., with 
jurisdiction over north Texas. He was 
in San Antonio prior to this time with 
the Southwestern Life, as agency super- 
visor. 


‘COMPLETE PROGRAM FOR 
CLEVELAND CONVENTION 


(CONTINUED FROM PAGE 14) 


needs approximately $30,000 more credit 
to finance some additions to the store 
and their next season’s purchases. The 
officials of their bank hesitate to en- 
large their present credit although they 
have considerable confidence in the abil- 
ity of Mr. Simms, aged 48, and Mr. Baum, 
aged 46, to manage the business success- 
fully if they live. 

How can you serve them? 

. - a 

(9) Mr. Wilson is deeply interested 
in the local hospital of which he is 
president and to which he had contrib- 
uted in many ways. His daughter re- 
ceived great attention while at the 
hospital, where she died under an opera- 
tion. Mr. Wilsoon wishes to leave $10,- 
"000 to the hospital in memory of his 
daughter, but is not a very wealthy man 
and his and two other children would 
hardly be able to spare such a legacy 
left in cash at his death. He has con- 
siderable income but his standard of 
living and his contributions consume 
most of it. He has $10,000 in bonds, 

What is the best way to make this 
bequest to the hospital, and what is the 
advantage of any other method sug- 
gested over leaving bonds? 

. . . 

(10) Mr. Jackson, 55 years of age, a 
prominent millionaire, president of a lo- 
cal steel company has an estate consist- 
ing largely of real estate. He desires, 
at his death to endow an anthletic field, 
hospital and a gymnasium for his com- 
pany. He desires to do this, however, 
without detracting from his estate. He 
estimates the cost of this endowment 
at $300,000. 

How can insurance serve him? 

:10—Singing. 

:20—Report from Executive Committee 

on Resolutions. 
4:25—Amendments. 
4:30—Adjourn. 





Life Agency Notes 


L. W. Field, formerly with the New 
York Life in Chicago, has joined the Na- 
tional Fidelity Life of Sioux City. 

J. E. Meyers, general agent for the 
Aetna Life, Minneapolis, and former 
mayor of that city, is recovering from 
an operation. 








DESIRABLE TERRITORY 
FOR ALERT AGENTS 


aa rin cn alta 
y for a reasonable 
——_ of ck Ne nee 
regulariy— goed ess placers 

sten@ily mecded. 
Unien Mutual Life Insurance Ce. 
PORTLAND, MAINE 
Addresse Albert E. Aude, Supt. of Agencies 





A Penn Mutual Premium, less a Penn Mu- 
tual Divédend, purchasing a Penn Mutual 
Pelicy, containing Penn Mutual Values, 
makes an Insurance Prepesitien which in the 
gum of all its Benefits, is umsurpassed for net 
low cost and care ef interest of all mombers. 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


Qn January 1, 1909, Rates Were Reduced 
and Vahzes Increased to Full 3% Reserve. 











HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 











Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
oer and pyctee od waiver with $10.00 ao income disability. 


Endowment Age 50 
Endowment Ag 


Coupon Bond 
Endowment Age 85 Endowment Age 7 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 











A Wider Field—An 


men and zone women as young as age 
tart En 





nity provisions covering an 


Our Agents can sell policies on the annual ay: plan, up =e ,000, to youn 


t Insurance. This extension of the age limit for Ordinary 
Inourance down to age 2 helps our jou considerably. 


Non-Participating Poli As dults, we write contracts with Double 
oy pet cay te ae re fatal accident, or with Double Indemnity pro- 


visions covering fatal trave accident only, as — + be desired. We issue policies with 
waiver of Premium and Disability Annuity or 
insure males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 


Increased Opportunity 








We issue Participating and 


tallment Payment features. We 








Denver, 





‘The Capitol Life Insurance Compan 
services of good, reliable agents in a 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


| desires to obtain the 
unoccupied territory. 
Please address the company for further information. 


Colorado 











